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State Mutual Life, 
Mass. Bonding In 
Working Agreement 


No Merger Or Acquisition 
- Contemplated, According 
_ To Joint Announcement 


' State Mutual Life of Worcester and 
Massachusetts Bonding have jointly 
announced that they have entered into 
a “working arrangement” to handle 
each other’s coverages. No merger or 
acquisition is involved. 

The arrangement is similar to the 
one that State Mutual has with Wor- 
cester Mutual Fire and Guarantee Mu- 
tual of Worcester. 


Statement By Company Heads 


The joint announcement contained 
this statement by H. Ladd Plumley, 
president and chairman of State Mu- 
tual: “We believe there is a definite 
trend toward ‘one-stop’ selling, partic- 
ularly for personal insurance, where- 
iby the convenience and economy of 
one agent providing for the full insur- 
ance needs of the client can be made 
vailable.” 

' Chairman Donald Falvey and Presi- 
dent A. Lawrence Peirson Jr. of Mass- 
fachusetts Bonding made this com- 
ment: “This arrangement will make 
available other valuable additional fa- 
cilities to the companies’ agents.”’ They 
ecalled that four years ago Massachu- 
getts Bonding started a fire insurance 
livision and said the company has 
ince been studying the opportunities 
of providing an even broader portfolio. 


Both Insurers In All States 


| Massachusetts Bonding was estab- 
lished in 1907. Its 1959 premium in- 
me was about $40 million. It is li- 
eensed in all 50 states and the District 
of Columbia. It operates through 
branch offices in 18 cities and has 
clam offices in 10 additional cities. 
It is represented by 2,811 agents. 
State Mutual Life, established in 
1844, is the fifth oldest United States 
life insurance company and ranks in 
the top 2% of the nation’s more than 
1,400 life companies. Early this year it 
passed the $3 billion in force mark. 
It is licensed in all states, the District 
of Columbia and Puerto Rico. It has 
100 agencies and group offices and is 
Tepresented by more than 3,000 agents 
and brokers. 
Recently a large block of Massachu- 
setts Bonding stock, reported to be 
146,000 shares, was acquired by the 
Worcester Mutual Fire’s management 
and persons friendly to it. 
_| It has been reported, but not con- 
firmed, that Worcester Mutual and the 
other purchasers have now acquired 
51% of Massachusetts Bonding, or 255,- 
000 shares. The stock over and above 
the 146,000 shares reportedly acquired 
through the Bankers Trust offering at 
45 are said to have been purchased at 
’ price closer to the current market 
for Massachusetts Bonding. 
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Subject And Author Of Huebner 
Biography Honored At Luncheon 


By ROBERT B. MITCHELL 


NEW YORK—Dr. S. S. Huebner has 
been honored on countless occasions 
but the one this 
week was unique: 
It was the first 
time he had ever 
been honored as 
the subject of a 
full-length biog- 


raphy. 
More than 200 
guests from. the 


life insurance in- 
dustry gathered at 
luncheon here 
Tuesday to do 
honor to Dr. Hueb- 
ner and to his biographer, Miss Mildred 
F. Stone, staff assistant to the presi- 
dent of Mutual Benefit Life. 

Dr. Huebner, who is insurance pro- 
fessor emeritus of the University of 
Pennsylvania and president emeritus of 
American College, was 78 years old 
Sunday and the luncheon celebrated 
that event in addition to the publica- 
tion of his biography. 

Julian S. Myrick, Mutual of New 
York, New York City, chairman of 


New Aetna Life A&S 
Plan Paid-Up At 65 


Aetna Life has introduced an A&S 
plan which becomes paid-up at age 65 
and is designed to allow policyholders 
to pay during their productive years 
for A&S coverage after they retire. 

The new policy is available for ages 
16 through 59 and provides as much 
as a year of hospital benefits for each 
illness or injury before age 65 and 90 
days of hospitalization thereafter. The 
maximum daily hospital benefit of $20 
and surgical benefits of $600 remain 
the same at all ages. 


Range To $600 Before 65 


Maximum miscellaneous and emer- 
gency hospital expense benefits range- 
to $600 before age 65 and after that 
become $300. Maternity benefits up to 
$200 and coverage for dependent chil- 
dren are also provided. 

For insured 35 years old, the paid-up 
plan will cost 13% more than Aetna’s 
standard hospitalization policy. For 
those over 35, the cost will be higher 
and at younger ages, less. 

Renewal premium discounts of 15% 
will be allowed in 1961 and 1962 on 
policies in force a year or more, with 
as yet undetermined discounts antici- 
pated in the future. The policy is also 
available with deductibles at reduced 
rates. 





S. S. Huebner 





Field representatives of Franklin 
Life attended a sales training school 
Feb. 28 to March 4 at the Radium 
Springs Hotel, Albany, Ga. 


American College, was toastmaster. 
Principal speaker was President Deane 
C. Davis of National Life of Vermont 
and Life Insurance Assn. of America. 
He paid an unusual tribute to the book. 
He said he had asked CLU headquar- 
ters for advance proofs, but only so as 
to be able to dip into the book here and 
there for something to embody in his 
address. 

To his own surprise, however, he 
read the book clear through—and 
then read it clear through again. The 
book, he said, is not only a biography 
of Dr. Huebner but a history of Amer- 
ican life insurance during a very im- 
portant period, and Miss Stone has 
succeeded in bringing it to life in an 
ingenious and interesting way. He 
urged that President Bruce Palmer of 
Mutual Benefit Life release Miss 

(CONTINUED ON PAGE 25) 


N. Y. Supreme Court 
Gives Coup De Grace 
To Regulation 27A 


By WILLIAM H. FALTYSEK 


New York supreme court has re- 
vised into more definite terms the 
memorandum decision it handed down 
last month relative to the insurance 
department’s attempting to regulate 
rates on credit life and credit A&sS. 
The amended decision leaves no ques- 
tion about the vacation and annulment 
of regulation 27A in toto, which the 
original version did not do. (This. is 
the regulation which sought to giwe 
rate making power to the superintend- 
ent.) The decision. was in favor of the 
two companies which had filed an in- 
junction against enforcement of the 
regulation as soon as it was brought 
out in 1958—Old Republic Life and 
Credit Life. 

Setting aside the regulation, how- 
ever, does not mean the New York de- 
partment has no power to determine 
whether benefits produced by insur- 
ance are sufficient to justify the premi- 
um charged, but the language makes 
clear the court believes the superin- 
tendent overstepped his power on rate 
making. The department, which is ex- 
pected to appeal the decision, had 
called its published series of decremen- 
tal figures maximum standards—not 
rates, but this was not accepted by the 
court. 

The decision is of considerable sig- 
nificance. For one thing, it is the first 
case in which a court has come out 
and stated that an insurance depart- 
ment cannot establish rates. It also 
closes the door to possible imposition 
of a decremental rating system on the 
entire credit life and A&S industry. 
There was the possibility that setting 
maximum rates could eliminate compa- 

(CONTINUED ON PAGE 29) 





Rockefeller Asks 
All Group A&S Be 
Made Convertible 


New York Governor Would 
Also Rule Out Age Limit 
In Group A&S Policies 


ALBANY—Gov. Rockefeller, in a 
special message to the legislature, has 
endorsed two bills that would make all 
new group A&S plans written in the 
state convertible to individual cover- 
age, when insured leaves his place of 
employment or a union. The governor 
also urged that no new group policies 
contain an age limit. 

The bills in question are sponsored 
by Sen. Albert of Mineola and As- 
semblymen McMullen of Brooklyn and 
Russo of Staten Island. They provide 
that all group hospital and surgical 
contracts written after next Jan. 1 be 
convertible to one of three plans pro- 
viding continued A&S coverage in 
varying amounts. 

The governor said the bills would 
“constitute a significant advance tow- 
ard making adequate medical and hos- 
pital care available, particularly to our 
older citizens.” 


Jan. Ordinary Dip 
Just An Illusion 


Sales of ordinary in January, 
amounting to $3,460,000,000, though re- 
ported by LIAMA as being 3% off, 
would apparently have shown a slight 
increase but for the effect of Metropol- 
itan Life’s changeover to its new pol- 
icies and applications on Jan. 1. 

Industrial sales in January were 
$487 million, off 1%. 

Group sales were $805 million, up 
8%. These figures are only for new 
groups and not additions under con- 
tracts already in force. 


¥ 


Nutt Is Chief Examiner 


Of Iowa Department 


Commissioner Timmons has ap- 
pointed Vinton Nutt of Des Moines 
chief examiner for the Iowa depart- 
ment. 

Mr. Nutt has been: with the Iowa 
department since 1952 and has served 
as a senior examiner since 1956. Pre- 
viously, he was with the state tax 
commission. He takes the place of 
William Sheehan who has been named 
deputy commissioner. 


Rocky Mountain Life Grows 

20th Century Life of Phoenix and 
Rocky Mountain Life of Albuquerque 
have merged and all the business of 
20th Century Life will be conducted 
from the new home office of Rocky 
Mountain Life. Rocky Mountain Life 
will operate a state agency in Phoe- 
nix for Arizona business. 

















Tex. Tri-City Sales 
Rally Draws 2,600 


The annual Tri-City sales congress 
of life agents held on consecutive days 
at Dallas, San Antonio and Houston 
drew more than 2,600 persons. Speak- 
ers were Charles Kingston of Kingston 
& Associates, Hartford; W. Walter 
Smith, Metropolitan Life, Rutherford- 
ton, N.C.; Walter G. Gastil, Connecti- 
cut General Life, Los Angeles, and Fe- 
lix Bray, Mutual Benefit Life, Hous- 
ton, president of the Houston associa- 
tion. 

T. T. Teel, American Hospital & 
Life, Dallas, and F. W. Knight, Cali- 
fornia-Western States Life, San An- 
tonio, also spoke briefly as _ presi- 
dents of their respective associations, 
and M. S. Bennett, Lincoln National 
Life, Fort Worth, president of the state 
association, spoke briefly at all three 
cities. 


Influence Merchandising Methods 


Mr. Kingston said the methods of 
merchandising personal insurance are 
influenced by what the agent reads 
and hears as related to technique and 
philosophies. He mentioned the aware- 
ness of the large number of A&S 
claims paid as compared to death 
claims. Emphasizing the need for cov- 
erage, he suggested as a code of oper- 
ation for the agent to offer the pros- 
pect the service he, himself, would 
buy. 

One point of service is in estate 
planning, he said, and is needed by the 
humble and wealthy alike. Also, since 
insurance selling is based on needs, 
exploring a man’s eState is very likely 
to turn up a number of needs. He ad- 
vised his audience to keep abreast of 
taxation “problems and to have pa- 
tience in ascertaining the necessary 
information. He stressed the tax-free 
aspect of certain insurance dollars. 

The successful agent develops the 
long range objectives of the prospect, 
said Mr. Kingston, by bringing home 

(CONTINUED ON PAGE 31) 
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Association Pension Plan’s Pros, 
Cons Listed In Actuaries’ Report 


An extensive excerpt from the study 
of association group coverages made 
by a consulting actuarial firm for the 
Onondaga County (N.Y.) Medical So- 
ciety at the request of the New York 
State Assn. of Life Underwriters was 
printed in The National Underwriter 
for March 5. The excerpt covered only 
group life plans. Following is the por- 
tion covering pension plans. It is com- 
plete except that the introductory re- 
marks are omitted. As reported in 
the March 5 issue, the medical society, 
after studying the report, decided 
against using the group basis for eith- 
er life insurance or retirement. 


Group annuities: this is the tradi- 
tional form of a full insured pension 
plan for the American corporation. 
Large corporations today commonly 
use less fully guaranteed programs 
such as the deposit administration 
group annuity or the bank fund. These 
are not even moderately well adapted 
to association savings because indivi- 
dual equity is lost and for other rea- 
sons, to be explained. The principal 
group insured savings plan is, and 
must remain, the group annuity con- 
tract. 

A group annuity contract is a well- 
conceived, well-designed device. It 
does exactly what it was intended to 
do, and at a low administrative cost— 
provide fully guaranteed pensions for 
employes of corporations. It has fallen 
into some disfavor because of many 
reasons, principally the tax disadvant- 
ages of life companies and the fact 
that steadily improving mortality 
compels the insurers to set conserva- 
tive group rates. Neither disadvant- 
age has weight in comparing indivi- 
dual annuities and group annuities. 

A group annuity may seem attrac- 
tive for association pension planning, 
but there are difficulties ahead. Pen- 


sion costs are substantial—they are 
in fact massive in comparison to 
monthly pensions realized. If any pro- 
gram is to be worthy of the name, it 
must promise worth-while pensions, 
and correspondingly call for large 
contributions, especially on the con- 
servative basis of group annuities, or 
other fully insured plans. 

Contributions are likely to be so 
large that few will join a program 
on a mail solicitation. Personal sell- 
ing is needed on an association plan, 
yet there is no cost provision in group 
annuity rates for personal solicitation. 
Thus we have an insoluble conflict as 
far as association pension plans are 
concerned. 


Poses Dilemma 


If the rates are low, individual 
solicitation by life underwriters is 
impossible, and the plan will fail to 
gain members. But if the rates include 
provision for individual solicitation 
and counsel, they will fail to be clearly 
lower than those available to the 
member from his own life insurance 
salesman, and he will naturally prefer 
someone he knows. 

Bank trust funds: In corporation 
pension planning, bank trust funds 
are very widely popular because of 
their tax advantages and investment 
flexibility. Life insurance companies 
are taxed by many states on premiums 
collected in those states, and by the 
federal government on investment in- 
come. The first tax averages from 1% 
to 2% of premiums. 

The federal income tax is at present 
7.8% of investment income. [Editor’s 
note: The report was written before 
the life company income tax law was 
amended.] This means on current in- 
surance company yields a deduction of 
three-tenths of 1% from the rate of 

(CONTINUED ON PAGE 30) 





Figures From Companies’ 1959 Year-End Statements 


















































Total 
a 

Allstate Life 14,789,952 
American Bankers, Fla. 8,819,295 
Bankers National, N. J. 78,432,032 
Coastal States Life ....... 33,564,970 
Commonwealth Life .........ccccsseseeeseeee 170,717,451 
Connecticut General 2,083,543,626 
SUEEMNERIINE  MAEUO © -cineensssscicenssvbocboneessnseisee 659,240,063 

na Mutual 29,825,693 
Durham Life 76,032,413 
REID TRO, TD EE cnsccececccsccncecesssees 118,190,178 
General American Life ... 1,533,628 
Great American Reserve, Te 19,445,193 
Gulf Life 190,240,342 
Home Life 401,755,928 
Home Security, N. C. 40,053,527 
Hoosier Farm Bureau 39,418,234 
Liberty National Life 289,248,845 
Life of Georgia ...... . 188,157,365 
Massachusetts Mutua .2, 327, 387,639 
Monarch Life 97,353,798 
Monumental Life Ins. Co 231,515,355 
Mutual Life, Canada . 630,774,953 
Mutual Service Life 19,293,168 
Nationwide Life ...... 144,430,144 
North American Life, . 310,977,470 
Northern Life, Canada ........... 47,063,087 
Northwestern Mutual Life 4,041,003,937 
Northwestern National .. 850,890 
Philadelphia Life ..... 738,604 
Quaker City Life . 22,931,812 
Republic National 97,432,772 
Savings Bank Life Fund, N. Y. 78,211,133 
Security Benefit Life, Kan. . 198,089 
Security Life & Accident . 50,373,757 
Shenandoah Life ................ 54,497,869 
Southland Life ...... «. 238,928,895 
Southwestern Life .- 480,610,247 
Standard Life & ye Okla. 11,776,308 
State Capital Life, N. C. .........00.... 6,045,755 
State Farm Life 186,957,160 
_Sun Life, America 110,017,105 
Sun Life, Can. 2,307,412,050 
Teachers Ins. & Annuity Assn. ...... 640,270,373 


Union Central Life 
United, America 





reviv 
$28,551,081; 
33 rger 


$78,176,646. 








tis and increases except as follows: ' $12,723,694; 


» Progressive Life. 


Increase Surplus to New Ins. in Increase Prem. Benefits 
in Policy- Bus. Force Dec. in Ins Income Paid 
Assets holders 7 31, 1959 in Force = = 
$ $ $ 
5,462,160 5,140,946 356,376,198 1,376,454.740 380,634,458 9,843,627 3,956,167 
2,407,806 1,043,761 163,982,191 319,826,376 78,800,733 8,501,974 1,565,605 
5,016,001 3,492,122 117,075,656 593,818.492 63,040,034 12 045 7,215,557 
9,425, 1,995,141 74,349,020 338,817,629 131,775,689* 11,320,202 4,968.670 
16,900,917 58,567 224,154,911 1,288,099.467 115,407,089 29,125,898 8,928,681 
157,611,251 146,704,356 1,134,482,636 10,522,576.305 868,334,805 328,852,130 213,396,313 
71,313,870 ,023,232 718,314,314 6,190.194,657 778 472.950 159 763.031 9.079.746 
4,412,046 3,318,572 138,644,847 4,993,339,580 777.113 607 36,997,479 32.047,465 
4,448,496 11,050,440 111,850,406! 391,335.885 33.315,510 10,860, 3,852,043 
6,221,752 14,608,511 71,607,118 488,093,687 20.897,007 14 397,713 5,200,622 
13,505,903 13,183,035 275,694,129 3,153,329.623 203,457,593 73,302,230 60,521,970 
3,643,124 4,265,900 75,135,003 246,004,349 43,507,910 9,174,278 4,018,232 
15,539,880 14,293,123 212,372,121 1,258,295,470 98,187,103 39,260,302 15,283,204 
19,398,464 25,572,451 246,913,526 2,113,580,691 117,646,195 51,813.663 34,054,897 
1,312,157 4,379,828 8,253,282 304,639,115 29,184,557 7,734,039 3,795.201 
4,985, 4,020,328 43,007,226 230,852.796 27,752,865 9,223,055 3,206.463 
27,049,850 21,659,503 482 636,669  1,676,109,717 185,462,790 57,854.953 13,173,297 
16,377,434 13,506,107 488,244,937 1,721,352,184 138,475,347 57,852,157 18,285,764 
112,321,765 139,783,840 1,225,463,262 7,546,553,789 809,071,830 235,149,592 169,731,935 
497,457 17,522,8 113,267,206 545,872,771 51,442,575 35,882,674 16,392,269 
13,130,271 19,941,287 156.392.771' 1 090,846,518 45,406,867 30,732,166 11,855,657 
40,942,915 28,541,106 353.483.277 2,924,227,048 269,504,620 65,356,625 48,303,569 
3,145,775 1,783,799 64,715,259 311,015,326 82,891,578 5,882.545 02,2 
17,749,981 13,490,340 432,828,243°  1,597,892,351 265,703,003 23,739,806 10,967,323 
25,098,126 11,755,661 268,904,920 1,537,745,123 198,175,840 43.042,952 21,552,567 
3,568,992 5,249,085 49,619,822 305,107,816 27,035,221 5,7°9.969 2,655,825 
147,668,527 226,990,038 915,673,694 9,898,077,523 561,803,119 326,894,867 267,515,387 
21,138,034 21,171,664 338,677,753 2,200,462,418 229,878,722 45,807,334 28,550,946 
5,612,5. 547,828 102,780,952 478,931,615 51,265,806 9,504,585 3,734,4 
ENT. \ scsccsessctvetriceie 161,646,755 473,562 14,806,645 12,941,090 2.410,4°9 
6,685,841 7,227,549 809,754,392°  2,355,689,657 402,774,144 36,814,452 25.998,701 
7,798,526 6,047,856 52,342,375 397,966.959 39,609,532 11,541,620 3,500,898 
4,718,970 7,655,279 99,624,1227 387,612.369 35,675,819 10.174.177 3.439.496 
3,096,555 6,159,627 114,324,118 658,193,838 42 231.691 12,127,529 7,072,369 
2,471,244 4,257,420 44,135,920 542,590,334 16,390,692 11.913.773 9.064.617 
14,827,239 ,000,000 212,542,989  1,.326.157,430 88,796,183 32,538.328 17.634,317 
29,944,765 51,334,842 296.469.6°4"  1,973,6°4,210 165,475,706 51.814 647 39.331,689 
2,737,888 1,115,683 82,759 990 295,565,929 68,007,993 15,968,793 5.817,519 
2,934,344 4,552,570 237,833,933 ,122,5 37,678,048 14,821,349 4.947. 
22,713,842 23,029,194 397,275,881 1,560,478,750 177,850,505 36,891,842 8.148,707 
,084,461 11,065,827 112 94% 212 588,289,185 45,872.044 15.291,¢51 5 248 497 
92,456,519 173,657,043 1,041,997.636 8,938,122,126 580,455,852 232,908,469 182 559,194 
55,931,914 21,525,882 105,9°9.263 438,438,144 68,575,001 54,409,451 22,836,7. 
1,579,974 45,668,393 363,937,3°3 2,864,479, .232,970 ,356,806 89,242.723 
11,999,968 19,663,984 238,131,640 8,834,983 ,677,589 75,756,027 24.877.475 
3,457,441 639, 84.379.847 641,162,395 59,349,683 12,109, 474 6.778.918 
,953,096 66,972,964 713,755,226 4,893,650,374 363,699,627 184,932,701 67,556,660 
2 $26,473,980; * $47,782,027; * $2,090,780; * $66,010,450; * $101,661,- 


March 12, |} 


Speakers List For 
NALU Midyear Set 


The speakers program for NAL) 
midyear meeting in Louisville, M; 
20-24, is complete. 

NALU President William S. Hen 
ley Jr. and NALU Executive Vj df 
president Lester O. Schriver will 
port to the association’s National Coy 
cil on March 23. 

Robert L. Woods, Massachuset 
Mutual, Los Angeles, and preside 
of American Society of CLU; Carl} 
Lundy, Prudential, Philadelphia, a 
Richard E. Pille, president of Securit 
Mutual of New York, will be speak 
on the General Agents & Manager 
Conference management progran, 
March 22. 

James E. Rutherford, 6 


in charge of the Chicago regional} / 


home office of Prudential, will ad 
the GAMC luncheon March 22. 

At the agents forum on March 
speakers will include Harry K. Gut 
mann, Mutual of New York, New Y 
and president of New York State Lif 
Underwriters Assn., and Clarence 
Tookey, actuarial vice-president of Oc 
cidental of California. 


Gaines Is Luncheon Speaker 


Charles E. Gaines, director of 
institute of insurance marketing 
Southern Methodist University, wi 
be the LUTC luncheon speaker, M 
23. 

The March 24 sales congress pro 
of Louisville Life Underwriters 
will include J. Colgan Norman, Pem 
Mutual Life; Earle B. Fowler, attorney, 
Bradley O. Turner, certified publi 
accountant, and Neville Blakemo 
vice-president of Kentucky Trust Co, 
all of Louisville. Also, Messrs. Hendley 
and Schriver; NALU Trustees R. Ed- 
win Wood, Phoenix Mutual, San re 
cisco, and David M. Blumberg, Mas- 
sachusetts Mutual, Knoxville, a 
NALU Secretary R. L. McMillon, Busi 
ness Men’s Assurance, Abilene, Tex 


Mutual Of Omaha 
To Co-Sponsor 
Fitness Project 


“Operation Fitness—U.S.A.” is 
ing co-sponsored by Mutual of Om 
Sports Illustrated magazine 
American Assn. for Health, Physi 
Education and Recreation. The basi 
aim of the project is to give you 
people across the country an oppor 
tunity to gain and demonstrate thei 
proficiency in a series of physical fit 
ness tests. 

The two-year program consists 0 
local track and field clinics led b 
high school and college coaches. Sev 
eral types of track and field meets hav 
also been planned—all on the loca 
level with no state or national cham 
pionships involved. 

Both clinics and meets will get un 
der way this spring, will continu 
during the summer and will featur 
cross country and special events 
the fall. An increase in tempo is set fo 
1961. An anticipated 15 million bo 
and girls are expected to participa 
the first year. 

Mutual of Omaha personnel on th 
local level will assist members ° 
AAHPYIER in the program. 




















John R. Pillsbury Jr., president ° 
Northwestern National Life, addresset 
the March meeting of St. Paul Lilf 
Underwriters Assn. 
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ASSETS 
Ri ea CO oe ee ee 
Reel Bete does. ww a a ee eee. 346,977,413.86 
Stocks... gv eee ae ey en ae? Ie at Sn 33,197,057.09 
Cash in Banks es Offices Serie han pena tan SA LORD + aba aaa oe ab eel 10,624,442.26 
Real Estate ie Ar gee ii Nes esol Mk ceed 51,598,661.85 
Net Unpaid and Deferred — ae a ee ae ae ee 18,147,196.00 
Policy Loans .. , Tea ett eae al ee 31,270,242.35 
Interest Due and acted ia Other ‘hesciiial icsiaiithe Big ees males ies 5,213,149.03 
TEAL OO... we ii i ke ee OS 
LIABILITIES 
s Assn Yy 
Pe V/ Policy and Contract Reserves: 
“publ | ie ene Amey cs we 8 eee es oe ee See 
st , Accident and Health. . . . ‘i 3 Bape Se a 15,144,190.00 
“| jf Investment and Mortality Contingency Fund <i Sheena a ig ee ae 17,612,215.63 
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John Hancock Tells 
Cal. Life Assn. 
Position On Group 


Another company has been heard 
from relative to a memorandum sent 
out by the president of California 
Assn. of Life Underwriters to _ its 
members and the press in which sev- 
eral life companies were named as 
bidding on the group life of Western 
Conference of Teamsters and agreeing 
to eliminate commission to agents or 
brokers. (Occidental Life of California 
replied to the memorandum earlier. 
This was reported in Dec. 25, 1959, 
issue.) 

Philip H. Peters, vice-president of 
John Hancock, has written the associa- 
tion president, Edward Neisser, Mas- 
sachusetts Mutual Life, Los Angeles, 
that his understanding of John Han- 
cock’s action in the case is “not cor- 
rect.” He said his company did not 
submit a bid on a no-commission 
basis and that the bid included “ap- 
plicable commission.”” The company 
stated in its proposal “that if this com- 
mission were not paid it would, none- 
theless, be charged against the case,” 
he added. “This was to prevent any 
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avoidance of commission charges by 
refusal to name an agent to whom 
commissions would be payable. 

“|. .As I believe you can readily 
understand, this company is gravely 
concerned about the statements which 
apparently you have made and cir- 
culated. It is possible that they can 
be injurious to our business relation- 
ships, and in a highly competitive 
market can result in loss of business 
for our company and for our California 
agency force. 


Hope To Trace Statements 


“At the present time we do not 
know how these incorrect statements 
arose with respect to the John Han- 
cock quotation on this case. We hope 
to be able to trace them down. In the 
meantime, I feel that we should not 
delay longer in correcting your under- 
standing. We trust that you will give 
our statement the same publicity that 
you did your December 15 memoran- 
dum. Only in this way can we hope to 
overcome any possible damage that 
may have been done to us.” 

Mr. Neisser replied in part: “We ap- 
preciate that John Hancock did in- 
clude applicable commissions, even 
though agents or brokers were to be 
by-passed.”” He also mentioned that 
Mr. Peters’ letter had been photo- 
copied and sent to the California as- 
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Premium Deymeat 


Now not only can Monarch men provide all the insurance 
coverages their clients need — fire and casualty as well as 
non-cancellable health and accident and all forms of life — 
but their clients can pay for all these coverages in one con- 


venient monthly payment! 


SysteMatic — with two level-payment methods available — 
helps agents write a// lines on each client — helps prevent 
lapse because payments are geared to the monthly budget. 
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is greater today than ever before! 
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sociation’s board, as well as to the 
press, “in the interest of complete and 
accurate reporting.” 

The California association has also 
taken up the cudgels against an in- 
crease in term coverage in California 
Veterans Home Purchase Plan. The 
plan was originated about 22 years ago 
by California Veterans Authority—now 
California Department of Veterans Af- 
fairs—and originally involved term 
life mortgage protection for California 
veterans who borrowed from the state 
to purchase homes. The cover is paid 
for by the veteran and has been un- 
derwritten since its inception by Oc- 
cidental Life of California and Califor- 
nia-Western States Life. 


Extensions Made Recently 


Recently there have been exten- 
sions made to this coverage which 
have come under the life association’s 
fire as being new business and not an 
old case, as the companies contend. 
President Neisser sent letters to both 
companies expressing the association’s 
opinion. The association has no quar- 
rel with the mortgage redemption 
program as protecting the state but 
feels that the extension goes beyond 
this need. 

The coverage arrangement under dis- 
pute provides individual life insurance 
term coverage, without medical exam- 
ination, to veterans under the Cal- 
Vet program, upon request, at 10 
cents per $1,000 per month. The in- 
surance is limited to 20% of the mort- 
gage balance for each veteran—40% 
in case of accidental death. 

The veterans affairs department 
board took no action on a proposal by 
the California association that it sus- 
pend the new coverage. 


Guardian Life Annual 


Statement Correction 

A portion of the report on Guardian 
Life’s annual statement, appearing in 
the Feb. 27 issue of THE NATIONAL UN- 
DERWRITER, should have read as fol- 
lows: 

Total earnings for 1959, after federal 
income tax, amounted to $10,164,000. 
The board authorized distribution of 
$8.5 million as 1960 dividends, up 
$675,000. The balance of earnings was 
used to strengthen allocated reserve 
funds and to increase policyholder 
surplus for general contingencies to 
$32,998,000. Assets on Dec. 31 amount- 
ed to $491,936,000. 








Byron K. Elliott, left, president of 
John Hancock and chairman of the 
1960 United Fund campaign of great- 
er Boston, receives citation from Jo- 
seph A. Erickson, president of the 
fund. More than $9 million was raised 
during the campaign that Mr. Elliott 
directed. 
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Huebner To Keynote 
Annual Meeting Of 
MDRT In Honolulu 


Dr. S. S. Huebner, president emg 
itus of American College and emerj 
professor of insur 
ance at Universi, 
of Pennsylvani; 
will give the key, 
note address af. ; 
the annual meg. ey 
ing of the Millicl (ould in eft 
Dollar Round 1,. tion, unwarr 
ble, May 19-23, af existing facts 
the Hawaiian yj. ALC and 
lage Hotel, Hon. portance of 
lulu. His — subjeg ing to the re 
will be “Life Un. the country 
derwriters Shouk stability. Th 
View the Futur tioned the b 
with Enthusiasm.” having broac 

“Dr. Huebner heads a list of out yertiple sect 
standing guest speakers who will shar placements. 
with MDRT members their specialize; 
knowledge in the fields of life insur Based On Iso! 
ance, law, banking and accounting’ “Apparentl 
said MDRT Chairman Robert S. Allicjated insta 
britton, Provident Mutual, Los An. emption affor 
geles. Mr. Albritton said the names o! of section 4(1 
MDRT members who will speak will issuance of ¢ 
be announced later. 


commission { 
Hawaii’s Governor To Speak 


rule which 
At the traditional breakfast, preced- a. 
ing Dr. Huebner’s speech, Friday, May re d into,” : 
20, Round Table members will hear — 
a greeting from Gov. Quinn of Ha| tible : 
waii, as well as the annual message a ance 
from the president of National Assn. oil." jact five 
Life Underwriters, William S. Hend|,° OS. (con, 
ley Jr. The invocation will be given pat or 
by the Rt. Rev. Harry S. Kennedy, se been b 
Episcopal bishop of Hawaii. At the relatively mii 
breakfast session each speaker on the not been inc 
program will be introduced to the nal investmer 
members by the program committee “It is belies 
chairman, MDRT __ Vice-chairmatl + abuse or ¢ 
James B. Irvine Jr., National Life of rise to the cc 
Vermont, Chattanooga. are susceptil 
Highlighting the Saturday, May 2) vger existir 
session will be a discussion by Charles}..4 go not v 
B. McCaffrey on “Opportunities for} 6. pyle sy 
Financial Planning in a Growing\is. Jiich y 
Business.” Mr. McCaffrey, attorney the great nu 
and professor at the Wharton School there has be 
of University of Pennsylvania, and proper action 
special consultant to Provident Mu-}),, interest.” 
tual Life, was a speaker at the 1956) my, eter 
MDRT annual meeting. proposed rul 
“Another old friend, attorney Rich- with the le; 
ard Forster, who will be remembered statute. The 
from the 1951 annual meeting, will be},,,4 ene soctl 
with us again this year,” said Mr. Al-| securities ex 
britton. Mr. Forster will open the\with its existi 
(CONTINUED ON PAGE 27) ever, they 
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Proposed SEC Rule 
Protested By ALC, 
LIA As Burdensome 


WASHINGTON—A new Securities 
& Exchange Commission proposed rule 
bringing public offerings of convertible 
securities originally acquired through 
lf direct placement within the range of 
federal corporate registration require- 
iff ments was opposed in a statement 
submitted to the SEC by American 
i Life Convention and the Life Insurance 
‘PAssn. They stated that the ruling 
ic} would in effect be an act of legisla- 
‘tion, unwarranted by present law or 
¥ existing facts. 

ALC and LIA emphasized the im- 
No-Fportance of direct placement financ- 
&Fing to the recent industrial growth of 
‘the country and to general economic 
i stability. Their statement then ques- 
tioned the basic need for any ruling 
having broad application to all con- 
‘-lyertible securities issued as_ direct 
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ll share placements. 
Cialize¢ 

insur} Based On Isolated Cases 
inting,| «Apparently concerned with several 
S. Al isolated instances of abuse of the ex- 
S AN} omption afforded by the second clause 
MES Of of section 4(1), in connection with the 


ilfissuance of convertible securities, the 
commission proposes to promulgate a 
rule which would cause _ substantial 
difficulties in connection with all 
‘Isuch transactions by whomsoever en- 

























ment. “A survey of direct placement 
‘Iconvertible security acquisitions by 
‘life insurance companies made during 
the last five years indicates that sales 
~~ fby such companies of the convertible 
“7 securities or the underlying securities 
. ae have been both few in number and 

relatively minor in amount, and have 
on the not been inconsistent with the origi- 
nal investment purpose. 

“It is believed that the few instances 
of abuse or evasion which have given 
rise to the concern of the commission 
are susceptible of ready correction 
under existing rules and regulations 
and do not warrant the promulgation 
vein of a rule, such as the proposed rule 
cull 155, which would apply generally to 
| the great number of cases in which 
there has been no evidence of im- 
, proper action or detriment to the pub- 
1 956 lic interest.” 

The statement also asserted that the 
Rich- proposed rule appears to be at odds 

r with the legislative history of the 

be} tatute. The associations pointed out 
that one section of the statute exempts 
‘securities exchanged by the issuer 
with its existing security holders. How- 
ver, they continued, the proposed 
EC rule would require registration 
Bs of the underlying securities acquired 
n exchange for convertible securities 
n the theory that the exemption ap- 
t lies only to the transaction of ex- 
hange and not to the underlying se- 
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ill 


| the 


curities themselves. 
Discussing added burdens which the 
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proposed rule might create for inves- 
tors, the ALC-LIA statement said: 

“Certain practical problems for in- 
vestors would result from the adop- 
tion of the proposed rule and it is 
suggested that the commission should 
carefully consider the burdens that it 
would thus be creating. The most ob- 
vious problem concerns those convert- 
ible securities presently held by in- 
vestors, and the difficulties inherent 
in seeking to persuade issuers to make 
registrations not contemplated by eith- 
er the commission or the parties at the 
time a direct placement was made. 
These difficulties would be com- 
pounded by the fact that the issuer is 
under no legal obligation to the in- 
vestor to register the securities, and 
in fact has no interest in effecting 
such registration.”’ 

The statement concluded: 

“While the act specifically recog- 
nizes direct placement as an area of 
financing exempt from the require- 
ments of registration, the adoption of 
rule 155 would, as a practical matter, 
bring an end to direct placement as a 
means of financing by convertible se- 
curities. Nothing else could be ex- 
pected from the burdens which the 
ruling would put upon an issuer and 
on insurance companies.” 


Bill Seeks Broad Health 


Cover For R. I. Employes 

A bill to set up hospital, surgical 
and medical expense protection for 
active and retired state employes and 
their dependents has been introduced 
in Rhode Island. A similar bill was 
passed by the senate last year but 
died in the house. 

Under the proposal the program 
would be administered by a state 
health insurance board. The board 
would be authorized to contract with 
Blue Cross, Physicians Service, or in- 
surance companies offering such plans. 

Employes would pay 50% of the 
charges for individual coverage and 
65% for dependents. 


Seek To lncrouns Number 
Of Shares Of Jeff. National 


Stockholders of Jefferson National 
Life at the annual meeting March 23 
will vote on a recommendation of the 
directors to increase the capital from 
500,000 to 750,000 shares. It is ex- 
plained the amendment will make 
additional shares available for “pos- 
sible future stock dividends” or for 
other uses as the directors determine. 


Occidental, Cal. Holds Seminar _ 

Twenty-seven Occidental Life of 
California agents attended the annual 
seminar for brokerage managers at 
Pasadena. The meeting was devoted to 
developing life insurance sales through 
independent multiple-line and _ life 
agents and brokers. 

Speakers included Horace W. Brow- 
er, president; William B. Stannard, 
senior vice-president; and Earl] Clark, 
vice-president. 
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| SHOW 1959 INSURANCE RESULTS 


1959 1958 1959 1958 Insurance 
New New Increase in Increase in In Force 
Business Business Insurance Insurance Dec. 31, 1959 
‘Oo $ $ In a In Force $ 
qnerican DRAAINRINEL: ocesscsnecedss 432,192,631* 309,425,817 260,146,073 184,445,263 1,348,386,9 
id — Life 588,287,548 465,799,437 462,787,474 352,851,478 3,692,712,701 
Gua rd Mutual .... 142,100,568 130,107,975 86,152,706 73,092,090 1,240,652,014 
1:0) se 286,869,6221 250,331,549! 161,388,497 136,920,274 1,778,296,943 
488,244,937 474,788,960 138,475,347 116,731,435 1,721,352,184 
Pan Am 765,667,606 599,855,349 499,876,783 343,717,791 5,003,220,603 
475 [Secu 202,002,3272 211,224,8282 80,668,848 86,672,897 1,225,980,626 
114,324,118 109,716,695 42,251,691 61,413,469 658,193,838 
be Toot ) . _349,799,6953 313,559,4123 83,974,249 62,773,859 1,773,304,734 
1958 usiness figures include the following amounts of revivals and increases for 1959 and 
we ieson 1 $23,578,864 and $19,531,862; 2 $8,633,059 and $14,589,591; * $46,445,330 and 
. 
Includes $36,736,602 of mutual saving business reinsured. 
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New York Life Gain 
In Premium Income 
$35 Million In ‘59 


New York Life’s premium income 
in 1959 totaled $625,502,000, a gain of 
$35,080,000 and a record, according to 
the company’s annual report. The 
largest amount of premium income, 
$539,092,000, came from more than 4,- 
750,000 holders of individual policies, 
and the remaining $86,410,000 was 
paid on group policies covering more 
than 2,250,000 lives. 

Benefit payments for the year to- 
taled $478,476,000, an increase of $31,- 
949,000. Living policyholders received 
more than two-thirds of the payments. 

Life in force at year end had in- 
creased to $22,383,357,000, as compared 
to $20,669,934,000 at the close of 1958. 
Combined sales of individual and 
group for the year reached $2,896,125,- 
000, one-half of 1% under the 1958 
figure. Group life volume was $420,- 
513,000, as against $339,210,000 in 
1958. Ordinary sales were $2,475,612,- 


5 


000, down from $2,573,929,000 in 1958. 

New York Life’s new investments 
amounted to $463,099,000 and were 
made at a gross rate of 5.41%, up 23 
basis points. 

Assets at year end totaled $6,923,- 
547,000, an increase of ° $216,344,000. 
Net yield on mean assets before fed- 
eral income taxes was 3.82%, and aft- 
er taxes, 3.38%, as compared with 1958 
percentages of 3.73% and 3.26%, re- 
spectively. 

The amount set aside for 1960 divi- 
dends was $125,461,000, up 13.2%. 


Credit Life On Small 


Loans Banned In Ark. 

LITTLE ROCK—Commissioner 
Combs has ruled against selling credit 
life in connection with small loans of 
less than $50 and where the loan is 
for a 30-day period or less. 

The decision followed a_ hearing 
several weeks ago of representatives 
of credit life companies doing business 
in Arkansas. Previously, investigations 
by the department revealed that 
some small loan companies were charg- 
ing $2.50 credit life premiums per 
month on $10 loans. 
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Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so— and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best” one of the busiest, too! 


Cntiall Life 


ASSURANCE COMPANY, 
Progressive and competitive, yes 
at the expense of financial security 


DES MOINES 6, IOWA 
. but not 
ASSETS | $168 Million 


surPLus | $14 Million 
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ATLANTIC LIFE 

Atlantic Life’s insurance in force 
increased $36,903,000 to $488,986,000 at 
year end. Assets rose $4,116,000 to 
$105,967,000. Benefit paymenis during 
the year amounted to $7,556,000, a 
gain of $509,000. Capital and surplus 
rose $559,000 to $10,868,000. Policy- 
holders reserves gained $3,524,000 to a 
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Life Companies’ 1959 Annual Statements 


LUTHERAN MUTUAL 

Life insurance in force of Lutheran 
Mutual reached $548,315,991 at year- 
end after sales of $79,362,300 in 1959, 
an increase of almost 13% over the 
previous year. 

Assets increased over 9% to $108,- 
518,920. Policyholders’ payments to- 
taled $6,386,821, up from $5,621,106 in 


which $12,144,660 was from premiums. 
Rate of interest earned on investments 
was 4.07%. 

Surplus funds total $8,870,072, and 
reserve for 1960 dividends was set at 
$2,550,000, an increase of 18%. 


MANHATTAN LIFE 
Manhattan Life’s assets at year end 
were $165,825,000, a gain of 9%, and 
insurance in force increased 14% to 
$1,369,982,000. Total business for the 
year was $266,769,000, up 8%, and 


of $81,317,000. A&S premium 1958. 
income was $3,417,000, up $412,000. Total income was $18,722,180, of increase of 17%. Premium income 


ordinary sales were $165,050,000, an 





“TWICE AS FAST” 





<The 


Since 1886 


NORTH ARMHRICAN COMPANY 


for LIFE, ACCIDENT AND HEALTH INSURANCE 


209 SOUTH LASALLE STREET + CHICAGO 4 «+ ILLINOIS 
operating In 48 states and District of Columbia 


Report From Chicago: 





To Alice in Wonderland, the Red Queen said: 
“Now, here, it takes all the running you can do 
to keep in the same place. If you want to get some- 
where else, you must run twice as fast!”’ 


Running hard just to ‘‘keep in the same 
place’ need not become a way of life. In 
1960, The North American’s life sales (indi- 
vidual, ordinary) are 200% ahead of 1959. 
A year ago, they were 200% of the year 
before. ‘Twice as fast’’ is the rule here. 

Of course, the wise Red Queen knew that 
to run ‘‘twice as fast,’’ one must aspire to 
“‘get somewhere else.’” At The North Amer- 
ican, for instance, time-proved T otal-Quality* 
has been fused with modern, professionally 
tested total-merchandising. Together they 
command absolute sales’ authority. Today 
they move ‘‘twice as fast.”’ 

Whatever the aim may be in life insurance 
sales, The North American’s positive per- 
formance spells success. 

To be sure, all creatures of Wonderland 
really did not aspire beyond “‘the same 
place.”” But Alice moved “‘twice as fast’’— 
and soared to exciting new riches! 

And Alice was just a little country girl 
whose only star was faith. 


*T otal-Quality is the mark of distinguished 
products by North American since 1886. 
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amounted to $37,869,000, a gain of s; 
322,000. 


BENEFICIAL STANDARD 

Income of Beneficial Standard |; 
rose to $20,328,008 in 1959, a gaind 
12.8%. Consolidated assets of the con| 
pany and subsidiaries increased 16}4 
to $35,647,317. Policyholders’ benef 
amounted to $7,208,322, an increase ; 
13.1%. 

Life sales were $63,727,615 again 
$56,306,131 in 1958, and insurance j 
force went up 16.9% to $195,951.95 
Health insurance premiums rose frp 
$13,825,774 to $15,373,460. 


MUTUAL BENEFIT LIFE 

Assets of Mutual Benefit Life 
taled $1,825,480,000 at year end, m 
$44.6 million. Surplus increased $4, 
736,900 to $69,447,000, while insurang 
in force exceeded $5 billion. Net rat 
of earnings before taxes increased |! 
points to 4.01% for the year. Ne 
investments in 1959 showed an interes 
rate of 5.15%, up from 4.98%. Ney 
sales of ordinary life were $573,281, 
000, up over 10% from 1958. 


SUPREME LIBERTY LIFE 

New business of Supreme Libert 
Life in 1959 totaled $41,993,608, ay 
increase of 31.9%. Insurance in fore: 
was up 13.6%, from $129,171,547 t 
$146,833,303. Rate of investment in 
terest before taxes was 4.42% agains 
4.22% the previous year. Asset 
amounted to $23,648,655, up $3,189; 
923. Gross surplus amounted to $2, 
736,238. 


TENNESSEE LIFE 


Tennesse Life of Houston had a 21% 
increase in life in force during 195% 
bringing the total to about $160 mil 
lion. Premium income was $1,954,00j 
from annuities and $1,269,000 from 
A&S. In addition to its general lif¢ 
business, the company, a wholly owned 
subsidiary of Tennessee Gas Trans- 
mission Co., provides group life ani 
hospitalization for commercial and in- 
dustrial firms. Assets exceeded $32, 
680,000 compared with $29 million 
Policyholders’ reserves and other li 
abilities totaled $28,167,000, and capi- 
tal and surplus were $4,513,000. 


TRAVELERS 

Travelers’ admitted assets for 195 
were $3,193,564,000, an increase 0 
$120,710,000 over 1958. Capital an 
surplus were $274,322,000, a decrea 
of $1,526,000. At the same time, re 
serves were substantially increased 
that there was a net increase iy 
carrying value of assets of —s 
Net rate of return on investments wa 
up 9 points to 3.83% before taxes. Lif 
insurance in force was up 8.5% t 
$25,172,000,000. 

New individual life issues we 
$1,050,000,000, a 35% increase. Writte 
group premiums for all lines 7 
increased $13,735,000 to $433,078,000) 
New group written totaled $1,741,000, 
000 for the year. A&S premiums wert 
$30,598,000, up 5.4%. 


UNITED STATES LIFE 
Assets of United States Life at yea 
end were $112,005,000, a gain of 7% 
Net yield from investments was UI 
8 points to 4.16%. Insurance in fore 
at year end was $1,475,143,000, a gall 
for the year of $186,387,000. New lif 
sales were more than $300 million, é 
14.1% gain. Gain from insurance opet 
ations reached $1,527,000, an increas 
of $78,000. Ordinary sales gained mort 
than $13 million; group sales totale 
$175,682,000, and individual A&S pre; 
miums rose 25%. 
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Modern products... 
another reason why 
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A complete line of 
modern products to 
give him greater 
sales potential ! 











Tomeet the demandsof today’s expanded, di- automatic premium-paying method. 
versified insurance market, New York Life’s 
complete modern line gives the Nylic Agent 
a plan for every prospect—whether his client 
wants Ordinary Life, A & S; Individual or 
Group. No wonder why, year after year, 


Assured Accumulator—Provides immedi- 
ate life insurance protection combined with 
long range accumulation of money and four 
optional privileges to fit the future. 


more Nylic Agents qualify for membership Employee Protection Plans— Now include 
in the Million Dollar Round Table than do Major Medical protection along with Life, 
agents of any other company! A & Sand Hospital coverages for firms with 


a from 5 to 50 employees. 
Among the newest additions to New York 


Life’s line are: Accident & Sickness Policies — Include 

the modern Income Protector Plans that pay 
Family Endowment Plan — Insures entire an income when disabling injury or illness 
family in one policy—then pays Father an prevents wage earner from working. All are 
endowment at age 65. The one premium can non-cancellable and guaranteed renewable 
be paid monthly or by Check-O-Matic—the to age 65 for men—age 60 for women. 





i nn 


THE NEW. YORK LIFE AGENT 
IN YOUR COMMUNITY 51 Madison Avenue, New York 10, N. Y. 
1S A GOOD MAN TO uo A MUTUAL COMPANY FOUNDED IN 1845 
Life Insurance « Group Insurance + Annuities 
Accident & Sickness Insurance + Pension Plans 
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Pro-Term Article 
To Be Featured In 
McCall's For April 


A featured article on life insurance 
will appear in McCall’s magazine for 
April. It is understood to be strongly 
biased in favor of term insurance. 

The author is Samuel Grafton, well 
known writer for magazines. 

Mr. Grafton spent a great deal of 
time doing research for the article and 
attended the annual meeting of Na- 
tional Assn. of Life Underwriters last 
September at Philadelphia to broaden 
his understanding of the subject and 
talk with life insurance people. 


Moore Wins Atlantic Life 
Health Leadership Award 


Francis G. Mocre, Atlantic Life’s 
general agent in Winston-Salem, N.C., 
has won the health insurance leader- 
ship award for top position in new 
premiums, new paid cases and quality. 

A plaque was presented to Mr. 
Moore by Robert V. Hatcher, president, 
at a dinner in Richmond. 
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Thompson Is V-P Of 
No. Am. L.,A.&H. 


John S. Thompson Jr., New York 
Life actuary, has joined North Amer- 
ican L.,A.&H. as vice-president of 
insurance operations. He will also be- 
come a director and will serve on the 
executive committee. 

In the business since 1937, Mr. 
Thompson went with New York Life 
in 1950. He is a fellow of Society of 
Actuaries. 


5 Receive Mass. Mutual Awards 

Massachusetts Mutual has named 
the winners of its freshman five award 
for leading agents who completed 
their first contract year in 1959. The 
winners, who are chosen on the basis 
of volume, first-year commissions and 
number of lives, are H. William Free- 
man, Los Angeles; Eugene Spurgeon, 
Wichita; Robert Brosterman, the 
Pierce agency at Miami; James R. 
Jenkins, San Antonio, and Harold H. 
Bristol Jr., Syracuse. As a group, the 
five new agents wrote $4,818,999 in 
volume, on 269.6 lives, with $65,478 in 
first-year commissions. 


Southwestern Life 
At $2 Billion Mark 


Southwestern Life has reached the 
$2 billion mark in insurance in force— 
57 years after its founding. The first 
billion was achieved on the company’s 
50th anniversary in 1953. 

Operating in Texas only for 52 
years, in 1955 the company expanded 
its territory to include four adjacent 
states and today serves a contiguous 
10-state region in the midwest and 
southwest. 

The company states it now has 
more individual ordinary life in force 
among residents of Texas than any 
other company. Measured by its as- 
sets, now exceeding $480 million, and 
insurance in force, Southwestern ranks 
within the top 3% among the more 
than 1,400 life companies in the U. S. 


Clark National Sets Sail 

Clark National Life, newly formed 
at Jasper, Ind., has been granted au- 
thority to begin selling insurance after 
passing the $500,000 mark in stock 
sales. 











PROVIDENT PROGRESS 


LIFE 


PROVIDENT 


LIFE INSURANCE IN FORCE 


: 1939 MM $134,418,016.00 
1949 ES $584,771 065.00 


959 


ACCIDENT AND SICKNESS PREMIUMS 


1939 ME -$6,266,814.41 
1949 $24.41 7,307.03 


1959 


Another year of outstanding production gains — thanks to an 
outstanding group of career Provident producers and brokers. 


PROVIDENT LIFE © ACCIDENT ¢ SICKNESS 


LIFE AND ACCIDENT 


PAS CHATTANOOGA a 




















HOSPITAL ® SURGICAL © MEDICAL 





WITH 


$2,626,877,755.00 


$77,396,469.55 
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Give First Results 


In Mich. Home Care 
vs Hospital Plan 


LANSING, Mich.—Initial results og 
an experiment by Michigan Hogpitg 
Service (Blue Cross) in substituting 
home care coverage for hospitalization 
appear “very encouraging,” officials oj 
the service report. 

It was noted by Dr. Edwin Harmon, 
medical director for the Michigan Bly 
Cross organization, that 33 cases wer 
placed under the home care play 
during the first month of a projecte 
pilot year program. This saved a mini. 
mum of 560 days of in-hospital care 
it was estimated, “based on the at. 
tending doctor’s lowest estimate of 
days saved...” 

The study, being conducted in ¢p. 
operation with the Detroit Visiting 
Nurse Assn. is divided into two parts 
The first phase, begun Feb. 1, involved 
selecting cases from four Detroit area 
hospitals. The second phase, starting 
this month, involves selecting cases 
from members of a single Detroit em- 
ployer, Fenestra, in any Detroit area 
hospital. The patient and his family, 
however, are allowed to elect whether 
to come under the home care program. 

The home care project provides Blue 
Cross-financed service of visiting 
nurses, physical therapists, and social 
workers, plus drugs and dressings re- 
lated to the patient’s hospitalized ill- 
ness. Half of the cost of housekeeping 
service also is allowed when required. 

Almost a third of the first month’s 
cases were under age 40, five of them 
under age 15. Only eight cases involved 
persons over age 65. Six were cancer 
cases, five heart ailments, and the re- 
mainder were widely varied. 


Computer Applications 
Symposium Is Set 


The 1960 computer applications 
symposium sponsored by Armour Re- 
search Foundation of Illinois Institute 
of Technology will be held Oct. 26 and 
27 at the Morrison Hotel, Chicago. 

The conference will stress user ex- 
perience on the frontiers of computer 
applications and programing tech- 
niques. Invited papers will represent 
business and management, and engi- 
neering and scientific applications. 

Inquiries concerning the conference 
should be addressed to Andrew Un- 
gar, conference program chairman, 
Armour Research Foundation, 10 West 
35th Street, Chicago 16. 


Correction In Protective 
Of Ala. Annual Statement 


In the annual statement of Protec- 
tive Life of Alabama, as reported in 
the March 5 issue of THE NATIONAL 
UNDERWRITER, the increase in insur- 
ance in force during 1959 should have 
read $54,953,000, bringing insurance In 
force at year end to $1,090,119,000. 


National Of Canada In LIA 
NEW YORK—National Life of Can- 
ada has been elected a member of 
Life Insurance Assn. of America. As- 
sets at the end of 1958 were $49, 
170,725 and insurance in force $328,- 
786,867. It is affiliated with Glens 
Falls Ins. Co. of Glens Falls, N. Y. 


The Howland agency of Detroit led 
Massachusetts Mutual in group life 
and combined group and life sales in 
January with production totaling $1l 
million. 








March 12 


Hallm 
Public 
of An 


G. Victc 
sistant pr‘ 
College, 
has been ¢ 
director © 
tional pul 
of Ameri 
lege, effec 
t=. Mr. 
will suc¢ 
w. Dott 
Jr., who |] 
tember, ' 
pointed di 
educationé 
ices. 

Mr. Ha 
after grac 
school in | 
writer in 
Continenta 
ceived a 
Huebner | 
the Whart 
present as: 
he taught 


HEW’s | 
Problem 
LIA Eas 


Arthur 
the Depar’ 
& Welfare 
the aged i1 
ior Citizer 
Table of | 
Assn. in | 
17-18. 

Other sp 
G. Heitzet 
of Mutual 
is titled ‘ 
and Harry 
Aetna Life 
port on the 
perienced | 
can help th 

Lewis A. 
ual, will 1 
relations. ' 
Mutual Lif 
rect mail. “ 
be discuss 
strong, exe 
fective citi 
Chamber of 


Schriver T: 


Lester O 
president o 
Climate fo: 
Paynter, C 
discuss “Tt 
Insurance | 
executive | 
of Life Insu 
ing with 
What the Pi 

Moderato 
discussions 
York Life, 
cussion of d 
ing arrange 
Travelers, v 


| recognition, 


Provident N 
a discussior 
editorial cor 


Cudmore 


Aetna Li 


In the st 
new officer 
Club, appea: 
THE Nation 
Stallation o 
Angeles, as 
duction Clu 

















12, 190f March 12, 1960 
is. | Hallman Educational 
“Tre Publications Director 
of American College 
G. Victor Hallman III, currently as- 
sults of sistant professor of insurance at Rider 
Jospitl College, Trenton, 
titutins) has been appointed 
lized director of educa- 
cials of tional publications 
of American Col- 
e, effective Aug. 
= ” Mr. Hallman 
AS wa will succeed W. 
> plan} W- Dotterweich, 
ojecteg} Jt. who last Sep- 
1 minj.| tember, was ap- 
1 care pointed director of 
he at. educational serv- 
ate of aol Hallman G. Victor Hallman III 
in co.) after graduation from the Wharton 
Tisiting} school in 1952, became an A&S under- 
, call writer in the special risks division of 
volved Continental Casualty. In 1953, he re- 
it area ceived a fellowship from the S. S. 
tarting Huebner Foundation and returned to 
cases} the Wharton School. Before taking his 
it em.} present assignment with Rider College, 
t area} he taught at Upsala College. 
‘amily, = = 
nether HEW’s Flemming To Discuss 
Tn| Problems Of The Aaed At 
isiting} LIA Eastern Round Table 
agi Arthur S. Flemming, secretary of 
8S Te-} the Department of Health, Education 
a & & Welfare, will discuss problems of 
is the aged in a speech titled “Our Sen- 
aires ior Citizens,’ at the Eastern Round 
a Table of Life Insurance Advertisers 
(nen) ssn. in Washington, D. C., March 
17-18. 
ap: Other speakers will include Charles 
“7 G. Heitzeberg, agency vice-president 
of Mutual Benefit Life, whose speech 
is titled “The Wild Blue Yonder,” 
and Harry I. Warren, general agent of 
Aetna Life at Baltimore, who will re- 
port on the changing climate being ex- 
tions | perienced by field men and how LIA 
+ Re-} can help them. 
titute Lewis A. Shaw, Massachusetts Mut- 
3 and} ual, will review pressures in public 
relations. William A. Loubier, State 
- ex-¢ Mutual Life will head a panel on di- 
puter} rect mail. “Your Place in Politics” will 
tech-{ be discussed by Richard A. Arm- 
esent| strong, executive director of the ef- 
ongi-| fective citizens organization of U. S. 
{ Chamber of Commerce. 
pe Schriver To Speak 
man,/ Lester O. Schriver, executive vice- 
West’ president of NALU, will talk on “A 
Climate for the Agent.” William K. 
Paynter, Connecticut General, will 
discuss “The Broker in Today’s Life 
Insurance Market.” Blake T. Newton. 
t executive vice-president of Institute 
of Life Insurance, will close the meet- 
tec-} ing with his speech titled “Doing 
1 in} What the Public Wants.” 
NAL Moderators for three round table 
sur-/ discussions will be Allen Bailey, New 
lave} York Life, who will moderate a dis- 
€ in’ cussion of displays, exhibits and meet- 
0. | ing arrangements; Herbert J. Kramer, 
Travelers, who will direct one on agent 
A recognition, and Robert A. Adams, 
iil Provident Mutual Life, who will head 
ye Fe discussion of internal, external and 
pe editorial communications. 
49,- ae : 
23-| Cudmore Vice-President Of 
lens} Aetna Life Leaders Club 
In the story on the installation of 
led} B¢W officers of Aetna Life’s Leaders 
life Club, appearing in the Feb. 20 issue of 
.jn| 22 Nationa, UNperwnriter, the in- 
$il Stallation of Thomas Cudmore, Los 
Angeles, as vice-president of the Pro- 
duction Club was omitted. 
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Republic National Life 
Stockholders Approve 
2/2 For 1 Stock Exchange 


Stockholders of Republic National can easily have from 


Life have approved an amendment to ent or Agent iaterest rates...cn Te on 
the corporate charter whereby its A pag veo -. t low — dignified, confidential sé 
in ex * 


shares of capital stock will be split to 
permit a two for one exchange. 

The stockholders also approved a 
proposal to increase capital stock from 
$1,401,810 to $1,752,263 by declaring a 
25% stock dividend. This will be ac- 


renewal 








@ For additional working capital 
@ For business — : 
@ To pay off indebtedness. 


ersonal needs... 
? tas remodeling, etc. 










LOANS 





. protect your credit 
home purchase, 











$2,000 to or eee 


his veste 


please call or write +se 





complished by transferring $350,463 tion on this exclusive service, TION 

from surplus to capital. The total ef- te, confidential informatio RA 

fect of these amendments will be to asi RENEWAL GUARANTY CORPORA 5-2254 

give each stockholder 2% shares for : «nal Bank Bldg. * Denver 2, Colora scien 

each share currently owned and will ol T2823 Fist papi 1 ne Fitorccing Service for 
increase the total number of shares [ RENEWAL GUARANTY CORPORATION a Life Underwriters 4 


outstanding from the present 700,905 
to 1,752,263. This exchange will af- 
fect all stockholders of record on 
March 22. 


2323 First National Bank Bidg., Denver 2, Colo. 
Gentlemen: Please send me complete, confidential 
details on your exclusive service. | understand | am NOT 
obligated in any way. 
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l 
| 
In addition the directors voted to |! O AGENT CO GENERAL AGENT eH. WEBER 
declare a cash dividend of 10 cents per ! Name PRESIDENT 
share, payable May 2, to all stockhold- 1 Company Member: National Assn- 
ers of record on March 22. This rep- | Address Sf Life Underwriters 
resents a 25% increase in the amount | City Faia State 
paid on the original shares before this 
action was taken. —_—eneensw ow ew ow aw aw ew «as aw aoe aes —Ss ew ow aw oe 
You'll enjoy “THE TWENTIETH CENTURY,” Sundays, CBS-TV 
— 9 
: %& 











Even though you can do the job yourself, there’s nothing 

like having a “little extra help” to give it just the right touch. 
Every Prudential representative knows that “something extra” 

is always available to him—Prudential’s well-coordinated 
Advertising and Sales Promotion Program. He can expect—and get— 
not only a variety of sales promotion pieces, but also the 

added support of coast-to-coast Sunday newspaper advertising 
and nationwide television. These “extras,” that he can 

always depend on, help every Prudential representative bring 
more protection to an ever-increasing number of clients. 








TO OVER 35 MILLION AMERICANS — INSURANCE MEANS PRUDENTIAL 





The 
Prudential 


INSURANCE COMPANY OF AMERICA 
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Society Of Actuaries Agenda Is Ready 
For Spring Rally At Washington, D. C. 


Society of Actuaries will hold its 
eastern spring meeting March 24-25, 
Mayflower Hotel, Washington, D. C. 
Society President James E. Hoskins, 
Travelers (retired), will preside at the 
business session and discussion of 
papers. At the remaining sessions (ex- 
cept where otherwise indicated), the 
two vice-presidents will preside. They 


keeping prospect 


In 1960, Life of Georgia is using 
the pages of The Saturday 
Evening Post to present timely 
messages to prospects and 
policyholders. Four full-color ads, 
warmly written and inspiringly 
illustrated, are scheduled in 

the Post. Each ad reaches 2,800,000 
people in Life of Georgia’s 
11-state territory. The use of this 
respected and influential 
magazine is still another step 
forward in Life of Georgia’s ‘‘on 
the go” campaign of 

sales and service. 


FINANCIAL HIGHLIGHTS —1959 


Life Insurance in Force. . $1,721,352,184 
Gain of $138,475,347 during year 


Accident and Health Insurance, 


Annual Premium in Force 
Gain of $1,687,844 in the year 
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Assets 


An increase of $16,377,434 over 1958 


Liabilities 
(include Policy Reserves) 


Policy Reserves 


Increased by $24,557,632 in 1959 


“unds and Capital 


are Wilmer A. Jenkins of Teachers 
Insurance & Annuity Assn. and Dennis 
N. Warters, Bankers Life of Iowa. 
Following the business session the 
first day there will be a presentation 
and discussion of papers, which are 
“A New Remarriage Table” by Abra- 
ham M. Niessen, Railroad Retirement 
Board, Chicago, and “Introduction To 





Non-Proportional Reinsurance” by 
Herbert L. Feay, Higgins & Co., Phil- 
adeiphia. 


This will be followed by the first 
informal discussion on subjects of 
general interest, which will consist of 
seven topics: 

I. Investment Policy and Inflation 

A. Have companies invested in other than 
fixed dollar investments to the extent per- 
mitted by the laws under which they operate? 
If not, what considerations have led to their 
decisions? 

B. What actuarial standards and practices 
would have to be changed for individual life 
insurance if laws governing the investment of 





$ 11,972,599 


$ 18,260,917 








Remember the day he brought 
home the stray 


Such promises! To feed...to wash...to housebreak... 
he'd do everything. And he did...for two days! 


Sometimes the best grown-up intentions fade rapidly, 
too. How many times have you promised yourself to 
check up on your life insurance and bring your needs 
up to date? Life of Georgia’s Insurance Review Service 
can help you plan for the future of your loved ones. 


Phone your Life of Georgia agent today. 





LIFE SMBs 


or GEORGIA 


SERVING THIS FAST-GROWING 








$188,157,365 
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Cae cee 
$174,651,258 fan 
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$ 13,506,107 






INSURANCE 


LIFE COMPANY 
or GEORGIA 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 
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life insurance company funds were changed t, 
permit a substantial proportion to be investeg 
in common stocks? 

C. Does the fact that the contractual obliga. 
tions of a company are stated in terms of 
fixed dollars lead to the conclusion that th 
company should invest exclusively in fixeg 
dollar investments? 

D. Assuming (1) that a stable price leve] is 
achieved and (2) that a method of Valuing 
common stocks in life company statements is 
adopted which minimizes temporary fluctua. 
tions, would extensive investment of life com. 
pany funds in common stocks be desirable 


II. To what extent are companies re. 
flecting investment timing in the cre 
diting of interest to participating 
policyholders? What are the advan. 
tages and disadvantages of reflecting 
the present higher rate of interest at 
which new money can be invested? 


III. Policy Loans and Surrenders 

A. To what extent has there been an jp. 
crease in policy surrenders or an increase in 
demand for policy loans in the last year—ip 
the last six months? What are the. prospects? 

B. Are companies now charging policy loan 
interest rates lower than permitted by con. 
tract? What are the advantages and disadvant- 
ages? 

C. What are appropriate policy loan interest 
provisions? 


IV. What are the considerations for 
or against the granting of a cash with- 
drawal right to large pension policy- 
holders? 


V. To what extent will the elimina- 
tion of part 1 and the giving of the 
preliminary examinations twice a 
year be helpful in recruiting more 
candidates to the actuarial profession? 
To what extent will the proposed two- 
pronged system of Fellowship examin- 
ations be helpful in attracting more 
qualified individuals to the actuarial 
profession and in making it possible 
for them to complete their examina- 
tions more quickly? 


VI. A. What are the current devel- 
opments in the United States and in 
Canada in regard to social security 
legislation (health care for the aged— 
eligibility for retirement benefits—oth- 
er benefit and contribution revisions)? 
What are the advantages and disad- 
vantages of the various proposals? 

B. What are the developments in regard to 
individual retirement legislation, viz. Keogh- 
Simpson bill. 

The informal discussions will con- 
tinue the afternoon of the first day, and 
there will also be three simultaneous 
discussions on subjects of special inter- 
est. Chairman of the former is B. 
Franklin Blair of Provident Mutual 
Life, and topics will include: 


I. Underwriting 

A. To what extent has ‘guaranteed issue” 
underwriting been extended to mass selling 
plans (such as salary savings) other than 
pension and profit-sharing plans? What safe- 
guards are necessary and what adjustments 
are made in commissions and dividends? Are 
higher costs for standard risks acceptable to 
the buyers? 

B. To what extent, if any, is selection 
against the insurance company at the time the 
insured retires greater under the various 
types of business insurance than under per- 
sonal insurance? How can such anti-selection 
on business insurance be guarded against or 
provided for? 


II. Recent Developments in Cover- 
ages 
A. To what extent have the number and 
average size of policies sold at the juvenile 
ages been affected by the introduction of 
family policies, guaranteed insurability riders, 
premiums graded by size of policy, and 
higher minimum policy amounts? 
B. How have sales to females been affected 
by the recent introduction of lower costs for 
females? 
C. What are the advantages and disad- 
vantages of providing in policies issued to 
individuals a guaranteed basis for converting 
the policy (with an additional premium) for 
$10 or $20 or less of monthly life income for 
the insured, per $1,000 of insurance? To what 
extent are such provisions included in cul- 
rent issues? 
D. What are the advantages and disadvant- 
ages of using age last birthday as the insuf- 
(CONTINUED ON PAGE 26) 











~aan~ FH tet 





J 








2. 1968 March 12, 1960 LIFE INSURANCE EDITION 


level is 
Valuing 
nents js 
fluctua. 
fe com. 
Sirable? 


ies re. 


e Cre. 
pating 
dvan. 
ecting 
est at 


nterest 


is for 
with- 
dlicy- 








Thanks to the ability, enterprise and loyalty of the Com- 
pany’s field force, 1959 was a banner year for Jefferson 
Standard. Sales of new life insurance were the largest in 
Company history, an 8% increase over 1958. 

Jefferson Standard’s financial position was further 
strengthened by substantial increases in assets, policy- 
holders reserves, and surplus. 

















53rd ANNUAL STATEMENT 
DECEMBER 31, 1959 


THANK YOU, MR. 4%’s... 
for helping to make this fine record possible! 


1959 NOTEWORTHY COMPARISONS 1958 
$ 234,572,085 Seles of new life insurance $ 217,696,195 
$1,918,487,658 Insurance in force $1,803,871,538 
$ 585,519,128 Assets $ 540,773,865 


5.09% Net rate of interest earned 5.09% 
on invested assets 


Total payments to policyholders and beneficiaries since 1907— 
$375,938,303. 


JEFFERSON STANDARD’S CONDENSED 
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ey ener ee eerre err meee $ 5,236,857 
ed oO EE lk Ol ee 178,709,895 
Oe ae rO rT ee ern 63,137,878 
Mortgage Loans ................... 254,009,076 
Investment Real Estate .............. 25,011,089 


Other Real Estate including Home Office 
RRR RIG Re arate aan nea 5,469,099 


Loans to Policyholders ............... 37,525,290 
All other Assets ................... 16,419,944 





TOTAL ASSETS ............ $585,519,128 


LIABILITIES 


Policy Reserves .......... ......... $396,918,795 
Reserve for Policy Claims ............ 1,417,353 
Policy Proceeds Left with Company ... 55,142,869 
Dividends for Policyholders ........... 5,736,230 
Policy Revaluation & Mortality 

Fluctuation Reserve ............. 1,896,304 
Investment Fluctuation Reserve ....... 26,913,693 
Other Liabilities and Reserves ........ 12,623,317 


TOTAL LIABILITIES ........ $500,648,561 


Contingency Reserve ................ 6,000,000 
Capital and Surplus ................ 78,870,567 


WE 65 Sia SETH, $585,519,128 














Jefferson Standard 








efferson \tandard=— 


LIFE INSURANCE COMPANY Home Office: Greensboro, N.C. 
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Family Cancer Care 
Policy Being Sold 


NEW YORK—Standard Security 
Life of New York has brought out a 
family cancer care insurance policy 
covering surgical, medical, hospitaliza- 
tion and nursing expenses. It covers 
husband, wife and all unmarried 
children up to age 25 living at home. 
Premiums are as low as $3 a month, 
cost being based on the father’s age. 
Rates and benefits stay the same as 
the policyholder grows older. 

Policies are available guaranteed re- 


HieNATIONAL UNDERWRITER 


newable to age 65 or for life. The 
policies include leukemia and Hodg- 
kin’s disease. Medical examination is 
not normally required, the announce- 
ment states. 


Pays Up To $10,000 


The policy pays up to $10,000, with 
maximum annual benefits of $3,000. 
Expenses up to eight years after first 
diagnosis or treatment of cancer are 
paid, and cover, in addition to surgical, 
medical and hospital costs such items 
as chemotherapy, blood and plasma, 
oxygen, medicine and drugs, radia- 
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tion therapy, laboratory, hospital and 
at-home nursing care by registered 
and practical nurses. 

The company says fear of the high 
cost of cancer treatments causes peo- 
ple to put off check-ups until the 
disease has gone too far to be ade- 


Patriot Life Appoints 
Theiss Executive V-P 


Arthur W. Theiss, formerly vig. 
president and director of Patriot Lite 
has been Promote] 
to executive vig. 


‘Damn 
He Dc 


Raymond | 


quately checked, whereas those cov- 
ered by the new policy will not be 
deterred by cost worries from getting 
an early diagnosis. 


president. 
Mr. 


joined Patriot ; 


1954, coming to 


Theis 


Life’s vice-pr 














February sales of North American 
Life of Chicago were up 32% over last 
year. A&S sales increased 30%. 





Hold That Plane! 


Sometimes a home office man from Minne- 
sota Mutual comes this close to missing his 
plane. He’s jumping fast out in the field 
working with agents, putting dollars in their 
pockets, and demonstrating that our formula 
for success in selling life insurance really 


works. 


Here’s the formula: “ The right combi- 
nation of organized selling methods 
Thoroughly proven presentations aimed 
at selling life insurance to fit specific needs 


The Minnesota 


Insurance 






Victory Square -St. Paul, Minnesota 


Dramatic and convincing visual aids that 
get a prospect’s full attention A better- 
paying incentive contract for agents, incor- 
porating an unusual combination of persis- 
tency fees for quality business. 


Shown how by a fast-moving home office 
staff, our field force has put Minnesota 
Mutual in the top 4% of companies in the 
industry. The ‘Star of the North’ now has 
over $2 billion of life insurance in force— 
the second billion written in less than five years ! 


Mutual Life 


Company 











superintendent 
= agencies and 
Arthur W.. Theiss SIX years as dire, 
tor of publi 
and advertising. Before that he wa 
sales promotion manager for Ohio Na. 
tional Life. 

Mr. Theiss is past president of Jj. , 
rect Mail Advertising Assn. and forme said, “that in 
chairman of its executive committe| agent and mal 
He has also been a director of Adver4 Having been | 
tising Federation of America. I know. 


= “If the ma’ 
R. L. McMillon To Keynote | ‘*® he sho 
N. J. Agents Sales Meeting 


he’s out when 
job. ; 

R. L. McMillon, Business Men’s As ae of 
surance, Abilene, Tex., and secretary rs me he’s 
of NALU, will be the keynote speak! ti slous dissi 
er of New Jersey Life Underwriter phate 
Assn.’s spring sales congress at Mute. 
tual Benefit Life’s home office, Mare Lincoln Ne 
17. 

Other speakers will be Commis Captures < 
sioner Howell and Charles E. Irvi} The award- 
of General Motors Corp., who wiljcoln televisior 
discuss salesmanship. Lincoln Natior 

The Prudential Chorus, a group ofmonth has w 
20 members of the homme office staff] honors—the 
will sing a group of Irish songs irjThomas Alva 
celebration of St. Patrick’s Day. Freedoms Foun 
The Sylvani 


Manufacturers Life Cuts [Ty teen sien 
Rates On Annuities action by brin 
Manufacturers Life has announce({tic still photog 
lower rates for single premium imme- coln’s times. 
diate annuities. The new rates repre-|given “in rece 
sent substantial reductions when the educational se 
single premium paid is $10,000 or more, making mean 
At age 65 (male) the following sin-ideals of the A 
gle premiums would provide an income) The Freed 
of $100 a month: Life annuity—$14-\award the Ge 
170 (a decrease of $220); life annuity|medal for “a 
—10 years certain—$15,390 (a de4ment in helpir 
crease of $240); instalment refund an/'er understan 
nuity—$16,380 (a decrease of $350) way of life.” 
and cash refund annuity—$16,900 (4 In addition 


decrease of $370). Mr. Lincoln pr 
os and the Robe 


Conn. Blue Cross Rise gli 
Commissioner Premo of Connecticu Also, it was ch 
has approved Blue Cross rate iM international 
creases on direct payment plans, eft La Biennal 
fective July 1. Two new plans will bi 
offered. 
Under plan A, quarterly rate for 4Purser Agenc 
family is $27.65, with $12 a day fo Agents In Pex 
room and board and $125 for mater} penn Mutua 
nity. Under plan B, the individual,+ yey York 
quarterly rate is $15.60 and the fam®jicsteg among t! 
ily rate is $29.75. Benefits are $15 4in the compan 
day for room and board and $125 folpai¢n Among 
maternity. odore L. Manc 
Current quarterly rates are $8.50 duction of $88 
$9.90 for individuals and to $19.10 for second, $646,00 
families, with benefits of $9 to $12 § third, $578,000: 


Raymond Johns« 





day for room and board. $464,000, and S 
— 000. In the dr 
Sets Life Insurance Week established a | 





Indianapolis has set March 26 t@record of $5,2 
April. 2 as “Life Insurance Week. 33%. 
The Indianapolis Times will run 
special section during the week high} American U: 
lighting editorially the contributic new managem: 
of life insurance to the expandilflthe home off 
wealth and individual security of th€(Thirteen atten 
nation. ing. 
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°™= Raymond C. Johnson, New York 
eis Life’s vice-president in charge of mar- 


keting operations, 
followed the show- 
man’s maxim, “al- 
ways leave ’em 
laughing,” when 
he concluded his 
formal talk at the 
Glens Falls meet- 
ing of New York 
state managers 
and general agents 
with a list of di- 
lemmas that face 
the manager. 

“I predict,” 








Raymond Johnson 


he 


wt said, “that in the 1960s the general 
nittee agent and manager will have troubles. 


Having been a manager for 13 years, 
I know. 

“If the manager is usually in his 

office, he should be out recruiting; if 
he’s out when you call, he isn’t on the 
job. 
; ‘ “If he is at home nights, he is 
S AS} neglecting outside contacts; if he isn’t 
at home he’s wasting his time on 
frivolous dissipation. 





| Lincoln Natl. Telecast 


Captures 3 More Awards 


The award-winning Meet Mr. Lin- 
coln television program presented by 
Lincoln National Life on NBC-TV last 
month has won three more coveted 
honors—the Sylvania -.award, the 
Thomas Alva Edison award, and the 
Freedoms Foundation award: 

The Sylvania Award of Exceptional 
Merit was presented for “ ... its use 
of TV techniques to recreate historical 
action by bringing to life the authen- 
tic still photographs of Abraham Lin- 


inced : 
nme-|coln’s times.” The Edison award was 
apre-| given “in recognition of distinguished 


educational service to the nation, by 
making meaningful the values and 


nore, 
sin-{ ideals of the American tradition.” 

»ome The Freedoms’ Foundation will 
$14.;award the George Washington honor 


medal for “an outstanding achieve- 
ment in helping to bring about a bet- 
ter understanding of the American 
way of life.” 

In addition to these honors, Meet 
Mr. Lincoln previously won an Emmy 
and the Robert E. Sherwood award, 
and was selected to represent the U.S. 
at the Prix Italia Exhibit in Italy. 
Also, it was chosen for showing at the 
j international Edinburg Festival and 
at La Biennale de Venezia in Venice. 


or 4Purser Agency Has Five Of Top 10 
foi Agents In Penn Mutual Sales Drive 


_ Penn Mutual Life’s Purser agency 
we at New York had five of its agents 


listed among the 10 leading producers 
in the company’s January sales cam- 
paign. Among company leaders, The- 
pq dore L. Mander was first with pro- 
{duction of $881,000; Heinrick C. Orth, 
second, $646,000; Robert W. Ebling Jr., 
third, $578,000; Robert R. Cowan, fifth, 
$464,000, and Sadler Hayes, 10th, $384,- 
000. In the drive, the Purser agency 
established a new agency production 


| record of $5,296,000, an increase of 
2k.133%. 


y 
gh American United Life extended its 
7 lew management training program at 
a the home office to unit managers. 

_— attended the four-day meet- 












LIFE INSURANCE EDITION 


‘Damned If He Does And Damned If 
He Doesn't’ Is Manager's Dilemma 


“If he talks on a subject, he’s trying 
to run things; if he’s silent, he has lost 
interest or has an inferiority complex. 

“If he agrees with you he lacks 
originality or convictions; if he doesn’t 
agree with you he is just plain ignor- 
ant. 

“If he is too busy for casual talk, his 


job has gone to his head; if he engages 
in casual talk, that’s all he can do. 

“If he can’t give an immediate an- 
swer he’s incompetent; if he can, he 
doesn’t think things through. 

“If he appears cordial, he’s playing 
politics; if he appears aloof, he has a 
swelled head and should be trimmed 
down to size. 


Bull-Headed—Or Pussyfooting 
“If he has a strong opinion, he’s 
bull-headed, opinionated, obstinate, 


inflexible, implacable, mulish and has 
no imagination whatsoever; if he tries 
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to see both sides of a question he is 
pussyfooting. 

“If he has been on the job a short 
time, he lacks experience; if he’s been 
on the job a long time he’s in a rut. 

“If he is well dressed he thinks he’s 
a big shot; if he isn’t well dressed, he 
isn’t a proper representative of the 
company. 

“If he doesn’t take a vacation or cuts 
it short, he is trying to impress his 
superiors with his hard-working qual- 
ities; if he takes a vacation, he’s been 
on one all year. So how can a manager 
win?” 








TODAY began 93 YEARS AGO = 


Looking back over the Company’s aims, policies and 








accomplishments, we realize that “Today Began 93 
Years Ago”—when on January 25, 1867, the Equitable 


Life Insurance Company of Iowa was founded. Cre- 


ated to serve the frontier communities through protec- 


tion of their families and through investments for their 


betterment, and backed by the determination to serve _* 


its policyholders faithfully and well, the company has 


e 


prospered and expanded. And today, millions of hard- 
working life insurance dollars are invested in govern- 
ment, business and industry, public utilities, farms and 
homes — representing a major contribution to our 
local, state and national economy. 


y / 
LIFE INSURANCE COMPANY OF IOWA 


FOUNDED 1867 - DES MOINES 
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FeNATIONAL UNDERWRITER 


Explores Tax Questions Involved When A 
Close Corporation Uses Life Insurance 


When a close corporation uses life 
insurance in stock redemption and buy- 
out agreements, are policy proceeds 
subject to income taxation when re- 
ceived by the company? Do the prem- 
iums paid by the corporation consti- 
tute an allowable deduction? Is the in- 
sured required to include the prem- 


iums paid by the corporation in his 
taxable income. 

These questions and others like them 
were answered by Edwin M. Jones, 
counsel of New York Life, at the in- 
surance section meeting of New York 
State Bar Assn. in New York City, in 
a discussion of the uses of life insur- 


ance in close corporations and some of 
the tax problems involved. 

Working on the assumption that a 
corporation, which includes life insur- 
ance as an integral part of its stock 
redemption or buy-out agreement and 
owns the policies, is named beneficiary 
and pays the premium, Mr. Jones 
asked and answered the following ques- 
tions: 

“Are the life insurance proceeds 
subject to income taxation when re- 
ceived by the corporation? The answer 





Protect yourself against loss of income... 


...with N/W National 
Accident and Sickness Insurance 


\ 





How much will you earn between now and age 65? If you’re 
a man age 35, for example, and earn $500 a month, your 
income will total $180,000 by the time you reach 65... 
if you’re able to keep working. But what if you’re disabled 
by accident or sickness? 

You'll have far fewer worries about loss of income or 
large medical bills if you have N/W National’s Accident 
& Sickness or Major Medical Insurance. These plans include 


ANCE ¢ 














—_-—— — — SEND COUPON TODAY FOR FREE LITERATURE 


the low-cost “Northwestern Special,” the unique “Profes- 
sional Series” for the young executive or professional man, 
and the “Northwestern 65” which provides long-term dis- 
ability benefits. 

Together, N/W National’s Life Insurance, Accident & 
Sickness, and Major Medical plans give you fully-rounded 
protection for your family’s standard of living . . . regardless 
of what happens to you. 




















r 1 
RS ’ Northwestern National Life Insurance Co., 430 Oak Grove, Minneapolis, Minn. 
Prd é | Please send me, without obligation, | 
5 z | free information concerning: NAME | 
& | {_] Standard A&S Insurance | 
National | [_] Young Professional A&S ADDRESS | 
| Life | (] Major Medical Insurance | | 
a |My birth dote is ity STATE I 
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is ‘no’ on the basis of the specific gy. 
emption from taxation of life insy. 
ance proceeds in the internal reveny 
code. 

“Do the premiums paid by the co, 
poration constitute an allowable dedy. 
tion? The answer is ‘no’ again on th 
basis of a specific provision in the jp. 
ternal revenue code. 

“Will the insured be required to ip, 
clude the premiums paid by the co. 
poration in his taxable income? Thi 
answer was in doubt for some perig 
of time but has now been settled j 
the negative, and the commissioner of 
internal revenue has announced }j 
acquiescence in this result. 

“When the stock of the insured ; 
redeemed, will there be a taxable qj. 
vidend to the remaining shareholdery 
The answer is ‘no.’ The basis of thi 
answer is that the remaining shar. 
holder hasn’t realized any taxable gai 
just because he ends up owning all th 
stock in a corporation whose assets ha 
been depleted by the amount paid fo; 
the redeemed stock. The commissione 
has also announced his acquiescence 
in this result. 


Corporation Owned Policy 


“Can the insurance policy be referre; 
to in the stock retirement or buy-ou 
agreement without fear of adverse in. 
come tax consequences? The answer i: 
‘yes’ provided the policy is owned bh 
the corporation and its cash value ani 
proceeds at death will be available fo 
satisfying general creditors of the cor- 
poration, if so needed. In all cases 
the amount to be received by the share. 
holder or his beneficiaries should be 
contingent upon surrendering his stock 
to the corporation. 

“Can the individual beneficiary k 
named in the policy as the benefician 
of the proceeds? The answer is ‘yes’ ii 
the proceeds are to be clearly applied 
in redemption of the stock. 

“Is there danger that the purchase o 
Insurance by the corporation will re- 
sult in the imposition of an accumv- 
lated earnings tax? In two case 
where substantial sums were accun- 
ulated and used to redeem stock of 
shareholders, the penalty tax was im- 
posed. In neither case was insurance 
yurchased. 


A Means Of Avoiding Tax 


“It may be that these cases indicate 
that the way to avoid the accumulat 
earnings tax is to buy insurance 
view of the fact that the use of in 
surance requires less cash to be ac} 
cumulated. In any event, there até 
cases supporting the view that th 
purchase of insurance has a reason 
able business purpose when such in 
surance is designed to provide fo 
continuity of management. My person; 
al view is that this proposition wil 
one day be firmly established in th 
law. 

“What kind of taxation will be im 
posed on the amount that is receivet 
by an estate for the redeemed stock’ 
So far as income taxes are concerned; 
there should be none since the stock 
would be valued for estate tax pul 
poses at the fair market value price 
fixed in the agreement. Therefore, th 
basis of the stock would be such fai 
market value. The amount receive 
would be identical to the basis, hence 
there would be no taxable income. 

“In order to secure this result, how 
,ver, you will want to make sure the 
compliance with the technical requitt 
ments of a complete redemption oF 
disproportionate redemption or a p# 
tial redemption are met. In connect! 
with the first two, particular attenti0 

(CONTINUED ON PAGE 27) 
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National Reserve Life’s Tested Merchandise, 
Plus Excellent Home Office Cooperation — Have 
Proved Highly Profitable To Scores Of Men! 


OPPORTUNITY 


For:a Money-Making 


CAREER CAN BE 
YOURS ALSO! 


Throughout our entire operating terri- 
tory, National Reserve Life, General 
Agents will tell you that the popularity of 
our tested merchandise is proving a real 
money-maker for them. 


Our distinctive INVESTMENT TYPE 
PROGRAM, in addition to a complete line 
of both Participating and Non-Participat- 
ing Plans, have definite sales appeal. 


In 1960, we are continuing our large 
scale expansion program and_ conse- 
quently, have currently available excellent, 
attractive territories. If you are ready for 
genuine opportunity as a General Agent, 
write us today! All correspondence in con- 
fidence. We will give you complete details 
and full consideration. 
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President 
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Chairman of the Board 
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IBM RAMAC 305 SCORED THE WINTER OLYMPICS 





More than 3 million visitors 


saw the IBM RAMAC 305 in ac- 


tion at Moscow and Brussels. 





Squaw Valley, California: At the Winter Olympics in February, this IBM 
Data Processing System gave results of each event almost before the 
last contestant could catch his breath. Minutes after an event was com- 
pleted, results were flashed to the judges and information centers. 


The key to the speed and versatility of this system is RAMAC'’s exclu- 
sive random access capability. This capability makes it possible to 
process information in the order received while, at the same time, up- 
dating all related records on file. 


Throughout the world RAMAC is helping to solve the problems of 
business with speed and economy. Whether purchased or leased, 
RAMAC can be profitable to your business, too. 














As each competitor 
almost a million w 
| the disk file, RAM 

















VIII Olympic Winter Games 
Commemorative Medal 








As each competitor finished his event, word was flashed directly to RAMAC. Here, where list of standings as affected by the latest contestant’s results. After the event wos 
| almost a million words of Olympic data (in both English and French) were stored on completed, RAMAC punched out a paper tape for wire services communication. Final 
i the disk file, RAMAC consulted the rules, computed the scores and printed out a new results were printed on duplicating masters for prompt press release preparation. 


balanced — processing IBM 
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HeNATIONAL UNDERWRITER 


Home Office Changes 


Guardian Life 

Abraham Hazelcorn and B. N. Berin 
have been appointed assistant actu- 
aries. Mr. Hazelcorn has been principal 
actuary with the New York department 
and before that was in the group 
department of New York Life. Mr. 
Berin was assistant actuary for Union 
Labor Life, after having been in the 
actuarial department of Metropolitan 


Life. Both are members of Society 
of Actuaries. 


Life Of Virginia 
Elected directors are J. B. Siegel Jr., 
financial vice-president; G. F. Al- 
bright, agency vice-president, and 
E. C. Robins, president of A. H. Robins 
pharmaceuticals company. Mr. Siegel 
joined the company as a _ security 


analyst and in 1953 was named assist- 
ant vice-president in charge of the 
bond division. Mr. Albright entered the 
Charlotte, N. C., district office in 1938, 
was placed in charge of the training 
division in 1949 and returned to the 
field as district manager at Atlanta. 
Later he was named assistant vice- 
president and assistant to the presi- 
dent. 


Home Life Of New York 
D. R. Morganson, assistant counsel 
and assistant secretary, has been pro- 
moted to manager of mortgages and 
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KANSAS CITY LIFE 
..AND IN HIS 
COMMUNITY 


THE AGENT IS 
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T Kansas City Life the agent is Key Man. He is also Key Man 


in his community. 


An outstanding example of this broad concept of the 
“Key Man” is Lou Matusoff of Dayton, Ohio. 


As leader in paid-for premiums with Kansas City Life in 1959, 
Mr. Matusoff will be installed as President of our President’s 
Club, when that group holds its Seminar at New Orleans, 
April 25-26-27. While volume does not count for this particular 
honor, he is a Life Member of the Million Dollar Round Table. 
The National Quality Award has been his fourteen times. 


Winning honors with Kansas City Life is nothing new 


to Lou Matusoff. He has qualified each year as a 
member since the Club’s inception in 1945. In 
1955 he served his first term as president 

and he has been a vice-president five times. 


In Dayton, Lou Matusoff is known for his 
activities in the Community Chest, the 
American Red Cross and the National 
Conference of Christians and Jews. 


His civic activities extend beyond the boundaries 

of Dayton. He is past president of B’nai B’rith Grand 
Lodge No. 2, comprised of eight states from Ohio to 
Colorado. In 1959 he was a delegate to the triennial convention 


of the Supreme Lodge B’nai B’rith at Jerusalem. 


It can truly be said that Lou Matusoff is a Key Man to his 
community as well as to Kansas City Life. 


KANSAS CITY LIFE INSURANCE COMPANY 


HOME OFFICE / BROADWAY AT ARMOUR / KANSAS CITY, MISSOURI 
REPRESENTED IN 41 STATES AND THE DISTRICT OF COLUMBIA 
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real estate in the mortgage depay, 
ment. E. J. Jacobs, mortgage fiej 
supervisor, has been advanced 4 
mortgage supervisor and is SUuCCeedg 
by D. S. McAdam, mortgage fie) 
assistant. 


Lincoln National 


E. G. Ellis ha 
been  appointe; 
general agent 3 
Grand Rapids. He 
has been supervis. 
or of the Shou 
agency there since 
1958. 





E. G. Ellis 


Connecticut General 


C. E. Goff, manager at Des Moines, 
has been named assistant superinten.- 
dent of agencies. 


Teachers-C.R.E.F. 


F. C. Carroll has been appointed 
auditor of Teachers Insurance & An- 
nuity Association and College Retire- 
ment Equities Fund. He is former 
senior auditor of Vick Chemical Co, 


Atlantic Life 


W. H. Davis Jr., field training assis- 
tant, has been promoted to director of 
field training. He has also been super- 
visor at Roanoke. 


Northwestern Mutual Life 
D. H. Windfelder, assistant superin- 
tendent of securities, has been pro- 
moted to superintendent of that de- 
partment. 


Occidental Of California 


H. W. Colmery, of Colmery & Smith, 
Tokeka attorneys, has been named a 
director. 


American United Life 


F. E. Mulcahy has been appointed 
assistant manager of training. 


Federal Life & Casualty 
Paul Jack has been promoted to 
vice-president of operations and Web- 
ster Evans has been named assistant 
vice-president. 


Protective Life Of Alabama 


W. L. Farmer, actuary since 1951, 
has been elected vice-president. F. T. 


Montgomery, supervisor of policy- 
holders service, is named _ assistant 
secretary. 


SOUTHERN LIFE & HEALTH— 
J. H. McCary Jr., president, and 
P. P. Pepper, executive vice-president 
and treasurer, have retired. W. R. 
Lathrop Jr., formerly executive vice- 
president, and Mrs. Marion N. Zim- 


©00000000000000008 
@ FILING SYSTEMS FOR INSURANCE 2 








@ 
oWe were the originators of the Two-Way@ 
@2nd Three-Way Binder Folders made espe-@ 
@:ially for Home Office permanent record@ 
@files. A free sample kit, which also in-@ 
@-ludes transparent policy jackets, will be® 
@- ent on request, with latest price list. 


H. B. McClure Mfg. Co. e 
@ 2302 West Glen Ave. e 
@ Peoria, Illinois e 
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merman, formerly secretary, are pro- 
moted to president and_secretary- 
treasurer, respectively. Five vice- 
presidents have been named to the 
poard: R. H. Yoe, W. N. Culp Jr., 
H. M. Stiles, W. T. Warren Jr., and 
J. H. McCary III. 


EQUITABLE RESERVE ASSOCIA- 
TION has elected Woodrow W. Miller 
president to succeed John S. Tolver- 
sen, who has retired. Mr. Miller has 
been president of Standard Life As- 
sociation since 1946. Mr. Tolversen, 
who joined Equitable Reserve Associa- 
ation in 1932, became president in 
1954. 


CALIFORNIA LIFE—R. E. Callahan 
has been named group department 
manager, a newly created position. 


CANADA LIFE has promoted J. G. 
Murray to associate superintendent of 
group pensions; W. R. Armstrong to 
agency secretary; W. M. Jacobi to 
assistant superintendent of field train- 
ing, and H. W. McCubbin to assistant 
actuary. 


PRODUCERS LIFE of Phoenix has 
appointed H. W. Tennyson actuary. 
At one time he had been actuary for 
the Arizona department. 


INTERNATIONAL OPPORTUNITY 
LIFE of Denver has appointed Lloyd 
M. Levin director of agencies. He has 
been general agent in Chicago for 
State Life of Indiana, and prior to that 
was with Home Life in Chicago. 


UNION LIFE of Little Rock has 
appointed Lee Cazort Jr. president to 
succeed J. T. Stephens, who becomes 
chairman. Mr. Cazort has been a gen- 
eral agent at Little Rock. 


New directors of KENTUCKY CEN- 
TRAL LIFE & ACCIDENT are John 
C. Buckley Jr., president Bankers 
Securities of Lexington; George Bar- 
ker, executive vice-president Bank of 
Junction City; M. M. Duncan, execu- 
tive vice-president Corbin Deposit 
Bank; Marvin Crume, president Sparta 
State Bank, and J. M. Hennessy, 
Louisville agent and Jefferson county 
circuit court clerk. 


Million Dollars Paid On 
A Two-Year-Old Policy 


Massachusetts Mutual has paid a 
claim on a $1 million life policy which 
had been in force only two years when 
the insured died of a heart attack. 

The payment of $1,007,127 repre- 
sented the largest amount paid by the 
company on a single death claim in its 
history. It was also the first claim 
paid to a beneficiary of one of about 
30 people covered for $1 million or 
more by Massachusetts Mutual. 

Net cost to the insured after divi- 
dends was about $60,000. 


National, Vt., Runs Regional 
Meetings For General Agents 

National Life of Vermont has com- 
pleted a series of regional meetings 
for general agents and agency training 
Supervisors, dealing largely with the 
use of the company’s new career de- 
velopment procedure. Meetings were 
held in Chicago, New Orleans, Palo 
Alto, Cal., Cleveland, Philadelphia and 
Boston. C. W. Hamlin, director of 
agents training, and R. H. Henning, 
assistant director, were in charge of 
the programs. Eight other home office 
representatives also participated. 

Peoples Life of Washington, D. C., 
has voted a 5% stock dividend, sub- 
Ject to approval by stockholders at 
the annual meeting March 17. 
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Northern Life Of Canada 
And Girardian Join ALC 


Girardian of Dallas and Northern 
Life of Canada have joined American 
Life Convention. This brings ALC 
membership up to 286 companies. 


Group Leader Cited In New York 

The downtown New York office for 
group and brokerage business of New 
York Life led the company in this 
category with a premium income of 
$2,650,000 and $52 million of new 
business. 


L.&C. Cites Field Men 
For Excellent Record 


Life & Casualty has awarded four 
field men citations for excellent per- 
formance in 1959. 

W. R. Scoggins, district manager in 
Clarksville, Tenn., was named top 
manager. Mr. Scoggins’ agents led the 
company in per-man production, main- 
tenance and quality of business. 

W. E. Davis, staff manager in Para- 
gould, Ark., led the staff managers in 
all-round excellence. 

C. D. Broussard Jr., Abbeville, La., 


19 
was the top combination agent in 
production and persistency. 

S. S. Lanier III, Nashville, headed 
the list of agents in ordinary produc- 
tion. 


Osborn To Join Investment Firm 
Chandler Osborn, who is retiring as 
superintendent of securities of North- 
western Mutual Life, will join Mil- 
waukee Co., investment firm, April 1. 
He has been in the Northwestern 
Mutual securities department for 26 
years and has headed it since 1949. 














Richard E. Pille, President. 
Harland L. Knight, Agency Vice President. 
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Times were never better for sales of Pension Trusts...More than 


PENSION TRUST SERVICE 
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half a million small companies (firms employing 50 people or less) 
are discovering every day...they need Pension Trusts! The secur- 
ity provided by Pension Trusts reduces costly labor turnover, retains 
valuable employees, prevents “job shopping” for fringe benefits, 
and increases efficiency by retiring over-age personnel...BUT, 
most “Small Business Men” feel they‘re too small to do anything 
about it! There’s your market!! Your prospects will be happy to 
know that Pension Trusts can be totally tax deductible... that 
Security Mutual tailors its plans to meet the needs characteristic 
of small business. Here is a Pension Trust Plan that you have been 
waiting for...SECURITY MUTUAL'S Pension Trust Service...de- 
signed to build BIG BUSINESS... for YOU! 


Contact your Security Mutual General Agent today, or write 
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Editorial Comment 


More Amens For Psychiatric Selection 


Since the recent article in THE 
NATIONAL UNDERWRITER on the _ suc- 
cess of Penn Mutual’s Drimal (New 
York City) agency in sharply reduc- 
ing agent turnover by psychiatric 
screening, a number of other agency 
heads have testified to the efficacy of 
psychiatric tests in very substantially 
improving their agent turnover rates. 

In view of these successful applica- 
tions of psychiatric techniques to 
agent selection, it seems little short of 
astonishing that their use has spread 
so slowly. It is almost as if half a 
dozen doctors had discovered and were 
using a common-cold cure that worked 
70% of the time, while the rest of 
the medical profession either didn’t 
know about it or thought too little of it 
to give it a try. 

Perhaps the glacier-like slowness 
that has marked the spread of psy- 
chiatric testing in selecting life agents 
is just another illustration of the fact 
that, contrary to popular belief, even 
discoveries that are matters of life and 
death take a long time getting into 
general use. For example, four-wheel 
brakes, which add immeasurably to 
motoring safety, were available for 
years in Europe before any American 
manufacturer offered them. And the 
Salk polio vaccine shots, in spite of 
widespread availability, are still a long 
way from being administered to all 
who should have them. 

Once the value of psychiatry in 
selecting agents is generally under- 
stood, the spread of its use should be 
rapid, for it deals with the thing that 
no other test or judgment seems cap- 
able of dealing with—the basic spiri- 
tual and emotional makeup that the 
new man brings to the job of selling 
life insurance. The importance of this 
factor has long been appreciated but 
the use of it in the selection process 
has been fouled up in several ways. 

First, there is the tendency on the 
part of the general agent or manager 
to believe the best of the man he is 
interviewing. Sometimes the agency 
head becomes so enthusiastic that he 
wants to run right by obvious danger 
signals, even to the extent of fudging 
in the scoring of the LIAMA aptitude 


index results. 

Added to this is the fact that he is 
usually under pressure to recruit. So 
it’s not surprising that a man being 
interviewed for an agent’s job some- 
times looks a little better than a fishy- 
eyed, fully objective appraisal would 
warrant. 

Finally, knowing from his own ex- 
perience and that of others the power 
of leadership, stimulation, inspiration, 
training and education, the agency 
head may well feel that anything the 
new man lacks can be made up by the 
agency’s training and supervision pro- 
gram, provided he is willing to work 
hard. 

It is at this point that psychiatry 
can be of particular help, for the ex- 
perience with it in agent selection 
seems to be that if a man lacks the 
special kind of fortitude, aggressive- 
ness and “self-starter” qualities that 
successful agents have, it is impossible 
for him to achieve them later, no mat- 
ter what kind of leadership, inspira- 
tion or other stimulation he is given. 

This concept is not a popular one, 
for the traditional success idea in 
American business is that “you can 
do it—if you’re willing to pay the 
price in hard work.” This may be 
true in some lines of endeavor, but as 
respects an unaggressive agent build- 
ing a successful career in life insur- 
ance selling, it is about like saying 
that a tone-deaf person can become 
a concert violinist if he will only try 
hard enough. 

Another—though temporary—obsta- 
cle to the rapid spread of psychiatry 
in agent selection will doubtless be 
the fact that it rejects so many more 
agents than methods now in use. This 
means that to put the same number of 
recruits under contract a _ general 
agent has to find a great many more 
who can qualify under the former 
standards, if he is going to have the 
right number of new men after the 
psychiatrist sizes them up. But this 
objection should soon disappear when 
it is found that it is a lot less costly 
to take on only those candidates who 
ean get through a psychiatric screening 
in addition to the regular kind. 


THE NATIONAL UNDERWRITER would 
like to learn of other agencies and 
companies that have had experience 
with psychiatric testing of agent can- 
didates. The information will be 
printed in the interest of accelerating 
the spread of a worth-while tech- 
nique about which too little seems to 
be known.—R.B.M. 





HARRY H. KAIL, 52, general agent 
at Cleveland for Connecticut Mutual 
Life, died there 
while undergoing 
a second heart- 
surgery operation. 
He had been with 
the company since 
1931, becoming a 
partner in the Ros- 
enbaum & Kail 
agency at Cleve- 
land in 1946 and 
sole general agent 
in 1951. He was a 
past president of 
the life managers’ 
association and had held office in the 
Cleveland Life Underwriters Assn. 


E. ALLAN SMALL, supervisor of 
field administration in the general 
agency department of John Hancock, 
died at Newton, Mass., following a 
short illness. 


JOHN O’DELL CARTWRIGHT, 88, 
died March 9. He retired several years 


ago as circulation 
manager of THE 
NATIONAL UNDER- 
WRITER. Before 
joining the Nation- 
al Underwriter 
Company, Mr. 
Cartwright was 
with the old West- 
ern & Southern 
Indemnity. For 
most of his earlier 
years he was cash- 
ier of the bank at 
Waynesville, Ohio. 


Harry H. Kail 





J. O. Cartwright 
Mr. Cartwright died in Cincinnati at 
the home of his daughter and son-in- 
law, H. K. McGown. He was a brother 
of the late Charles M. Cartwright, who 
was for nearly 50 years editor of THE 
NATIONAL UNDERWRITER. 


JOHN H. JONES, 69, general super- 
viser in the group department of 
Metropolitan Life, died at his home in 
Scarborough, N. Y. Mr. Jones, who was 
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known to his friends and _ busineg 
associates as Captain Jones, a title 
earned when he was with the Canadian 
Expeditionary Forces during World 
War I, joined Metropolitan in 1921. His 
group sales since then established a 
company record and, according to 
Metropolitan, an industry record. At 
the time of his death, Metropolitan 
had on its books some $314 billion of 
group life, alone, sold by Mr. Jones. In 
1932, in the depths of the depression, 
he sold some $52 million of group life 
Mr. Jones was born in Wales, immi- 
grated to Canada when he was 18 and 
entered the United States after World 
War I. 


JAMES C. MALONE, chairman of 
Retail Credit Co., died at his Atlanta 
home “from a self-inflicted rifle wound 
after several days of deep depression,” 
a company announcement said. Mr, 
Malone had just completed 55 years of 
service with Retail Credit where he 
began as a mail clerk. After working 
up through just about every job in the 
company, he became president in 1946 
and served in that capacity until 1956 
when he was elected chairman. 


MRS. MARY FRANCIS McLAIN, 50, 
wife of Chairman James A McLain of 
Guardian Life, died at Roosevelt Hos- 
pital, New York City, a week after 
being stricken with a cerebral hemor- 
rhage. Since her marriage to Mr. 
McLain in 1943, Mrs. McLain ac- 
companied her husband to many 
Guardian and insurance association 
meetings and was widely known both 
in the company and among life insur- 
ance executives and their wives. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. La Salle St., Chicago, March 8, 1960 
Bid Asked 
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$ $ 
Aetna Life 84% 86 
Beneficial Standard. ..............00 13% 14% 
Business Men’s Assurance ......... 4012 42 









Cal.-Western States .......cccceees 116 
Commonwealth Life ...... 22 
Connecticut General .... 375 
Continental Assurance ..... 158 


Franklin Life «0.0.0.0... oo 81 
Great Southern Life 














Gulf Life 22 
Jefferson Standard  ...........ccccce 48 
Kansas City Life ....... 1410 
Liberty National Life 63 
Life & Casualty ........... 20% 
Life of Virginia ........... 52 
Lincoln National Life 248 
National L. & A. ............. 112 115 
North American, III. 13% 14% 
Nw. National Life ...... 96 99 
Ohio State Life ....... 56 59 
Old Line Life ...........00..... 68 12 
Republic National Life 83 86 
Southland Life ................ 91 96 
Southwestern Life... 55% 58 
Travelers 81% 83% 
United, Il. 45 46% 
U. S. Life 41 42 
Washington National .................: 52 56 
Wisconsin National Life .............. 41 43 
Ask Study Of Group Life, 
A&S On Mich. Employes 
LANSING—A proposal has_ been 


made in the Michigan legislature for 
a special committee to study feasibility 
of group life and A&S for state of- 
ficials and employes. 

Sponsors of the resolution noted 
that more than 90% of the private 
employers in the state provide these 
coverages. They said the state must 
match these benefits if it is to “main- 
tain stability and eliminate costly 
turnover in the state’s work force.” 


E. H. O’Connor, managing director of 
Insurance Economics Society, will ad- 
dress Philadelphia A&H Assn. at the 
March 21 meeting. 
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«| 58 By $90 Million For NALU Secretary 
litan NEW YORK—Metropolitan  Life’s Jack A. Stewart, Phoenix Mutual, 
n of insurance issued in 1959 totaled $7,- Cleveland, has been endorsed for sec- 
S. In retary of National 
sion, Assn. of Life Un- 
life. derwriters by the 
um- Ohio association. 
and He is_ presently 
orld serving his second 
term as trustee of 
1 of NALU. HOW TO BECOME WEALTHY 
nil Mr. Stewart has : 
und been president of Sudden wealth is a rare thing, hoped for by many, 
on,” the Cleveland and experienced by few. 
Mi Ohio agents’ asso- 

s of ciations and was a For most of us wealth, or a state of affluence, arrives 
he Frederic W. Ecker Cecil J. North Sperone op first Jack A. Stewart gradually —the result of many little things that finally 
: : on chairman of Ohio accumulate to a sizable total. A dollar saved here, an 
the 977,000,000, an increase of $90 million. Leaders Club. He was chairman of the extra dollar earned and invested there, none of them 

€} These and other operating results jnsurance committee of Cleveland ; : 
1946 ; i i ae much in themselves. But they do add up until one day, 
were reported by Chairman Frederic Chamber of Commerce and helped ini- 
956 | w. Ecker and president Cecil J. North tiate a life Semin: annie ob Ollie lo and behold, you're on a financial easy street, 
at getheanesange ae State University under sponsorship of hardly recognizing the moment you arrived there. 
| e Sales tigure was the high- the school and the Ohio association. He =o er 
7 est the company ever recorded except is chairman of the NALU committee Occidental’s Lifetime Renewals are among the — 
os- | for 1957. Individual sales, however, set on education and training. important things, individually small but sizable in 
ter | arecord last year, with $6,937,000,000, A CLU, Mr. Stewart has been with total, that can speed your arrival on easy street. They 
or- | While group accounted for $1,040,000,- Phoenix Mutual for 23 years. constitute income that normally stops after the 10th 
Mr. | 00. These figures compare with 1958 path commission year. If you're not now getting them on 
- | individual sales of $6,443,860,908 and your surplus business, they'll come as a gift—one 
my | group sales of $1,443,114,440. Sales Mutual Of Omaha To Cover engine sane tno 
; figures do not include $1,520,828,749 . . 
pe additional coverage, arising chiefly Air Taxi Passengers : If you aren't expecting to become wealthy within the 
ur- | from net increases under existing Mutual Benefit H.&A., through its week, call us for the simple requirements to qualify 
group contracts. set: See re oe, lee ee for Lifetime Renewals. We pay brokers 3% on most 
we Life insurance in force at the year- {ated an agreement with National Air life plans and 5% on most A&S plans after the 
end stood at $90,002,863,337, a gain of Taxi Conference to provide air trav- ode . 
$5,778,595,953. The 1958 gain was ¢l insurance for passengers on the a pene: 
$4,365,350,967. Of the total in force, latter's flights. , (Lifetime Renewals may not amount to a fortune, 
$55,544,335,007 is on individual policies. | The air taxi operators fly mainly ara semnegn sarap 
A&S in force consists of $11,627,729,- Charter and feeder flights. The con- 
288 in principal sum benefits and ference has about 150 members that 
Ce. u ’ : Rigiar abi eee 
$133,421,644 in weekly benefits. In Will maintain facilities for selling in- 
“ addition, about seven million persons surance. OCCIDEN TAL LIFE 
are protected by hospital, surgical and = 
1 medical expense benefits under group Writes $1 Million In Month Taaeenge oe “ oe ‘or Vice Presid 
2 and individual policies. Edward L. Arthur, general agent at Home Office: Los Angeles/W. B. Stannard, Senior Vice President 
6 Assets at the year-end totaled $17,- Tampa for Kansas City Life for 20 (A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 
4 140,514,923. The major components are years, wrote $1,001,400 of paid-for 
“ bonds, $10,592,965,158, and mortgages, business in February. The _ policies 
1 $4,544,266,609. Liabilities other than ranged in amount from $2,000 to We pay Lifetime Renewals...they last as long as you do! 
9 surplus total $16,270,478,952, and total $300,000. Thus, in one month, he qual- 
: surplus funds are $870,035,970, of ified himself and his wife for the 
0 which $138,475,000 are special con- company’s 1961 seminar of its Presi- 
3 tingency reserves. dent’s Club at Washington, D. C. and 
0% Benefit payments in 1959 totaled for the 1960 meeting at New Orleans, 
: $1,599,423,481, of which $909,904,887 which will be his 12th. 
5 was on individual life and annuity : 
4Y, policies, $347,429,328, on group life and entire portfolio before federal income 
9 annuity plans and $342,089,266 on A&S. taxes as against 3.8% in 1958. The 
: The company has 42.3 million in- average return on new long-term in- 
" sured—one out of every five persons in vestments—which amounted to 1% 
6 the United States and Canada. billion during 1959—was 5.07%, ‘ Peis 
a Metropolitan earned 3.91% on its against 4.74%. Interested in additional tax 
‘ savings for your clients? 
5 Poe SEES eee EES SSeS SSeS 
3 
OPPORTUNITY... OUR SOLE BUSINESS IS THE PURCHASE 
. to be considered for appointment as REGIONAL DIRECTOR OF OF MATURING ENDOWMENT AND 
SALES is offered by Life company—an affiliate of one of the largest 
en 
or fire and casualty companies in the country—if: RETIREMENT INCOME CONTRACTS 
ty 1. you have an obvious success background and expe- MINIMUM PURCHASE $10,000 @ NO LIMIT 
f- rience working with brokers 
ed 2. you are under 40 
: ee i dt INSURANCE RESEARCH COMPANY 
ist 4. you are doing well in your present position but want 67 WALL STREET 
n- opportunity for rapid progress NEW YORK 5, N. Y. 
ly Location—MIDWEST and WEST BOWLING GREEN 9-5726 ESTABLISHED 1954 
Write to Box M-70, c/o The National Underwriter Co. 
of 175 W. Jackson Blvd., Chicago 4, Ill. 
d- Replies strictly confidential 
1) GEG Ea ence cere” eae ee: ep ee ee tam nCtICeS SRN TmEy NO eneR Ree eater 
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Franklin Life 

C. E. Ketterer, Plymouth, Mich., has 
been promoted to district manager. In 
addition to agency development, he 
also will assist the training staff of the 
Detroit division. 

J. W. Davis, Fredericksburg, Va., has 
been named general agent. He has 
operated his own general insurance 
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Changes In The Field 


agency there for the last four years. 

The newly formed Alpine agency 
(R. E. Greaves, W. G. Iby and F. A. 
Friselle Jr.), North Chelmsford, Mass., 
has been named general agents. 


Occidental Of California 


E. J. Capri has been appointed gen- 
eral agent at Canton, O. He has been 


life department manager of the Harold 
Frye general insurance agency there. 

F. H. Bender has been appointed 
general agent at Wausau, Wis. He 
joins Occidental after 12 years with 
Paul Revere Life. 


Connecticut General 
M. S. Loewith, former group man- 
ager for the Cravens, Dargan general 
insurance agency, which represents 
Connecticut General at San Francisco, 
has been appointed by Connecticut 
General as district group manager for 





MONY salutes 


the State of New York 
Insurance Department 
on its 100" birthday 





There is no greater responsibility than that 
carried by the life insurance business. It closely 
involves the lives of most of us. There are 
millions of policyholders and beneficiaries. 
There are owners of homes and business prop- 
erties financed by insurance companies. Most 
everyone benefits from the many municipal 
services that are made more readily available 
as a result of the investments of life insurance 


companies. 





Our industry has grown and matured in a 
healthful manner. It has discharged its re- 
sponsibilities faithfully and well. This is due, 
in great measure, to the excellent spirit of 
coordination and cooperation that exists be- 
tween the State of New York Insurance Depart- 
ment and the many officials of individual 
companies. Our entire industry benefits from 
that relationship, dedicated always to the pro- 


tection of the public interest. 


Mawr 0. New Yor« 


The Mutvol Life Insurance Company Of New York, New York, N. Y. 
Soles and service offices located throughout the United States and in Canada 


©. 


For Life, Accident & Sickness, Group Insurance, Pension Plans, MOMY TODAY MEANS MOMEY TOMORROW! 
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northern California with headquarter, 
at the new district group office in Sap 
Francisco. R. A. Ross, former distri¢, 
group representative at Philadephia 
becomes district group pension map. 
ager, and J. M. Friel, former group 
manager at Connecticut Genera)’s 
Breisky agency at San Francisco, has 
been appointed group manager at the 
new district group office to assist Mr 
Loewith in directing operations in the 
San Francisco area. 

In the new district group office aj 
Los Angeles, A. E. Davies is distrig, 
group manager, T. D. Armstrong jg 
district group pension manager and 
B. D. Williams is group account ex. 
ecutive. 

J. G. Davis, assistant manager at 
Chicago, has been appointed manager 
at Des Moines to succeed C. E. Goff, 
who has been named assistant super 
intendent of agencies. Mr. Davis js 
succeeded by Hugh Dolby, staff as. 
sistant at Chicago. 


State Mutual Life 


Samuel Adel, as- 
sistant manager at 
Brooklyn, has 

_ been promoted to 
manager of a new 
agency at Jamaica, 
N. Y. Mr. Adel is 
a member of the 
New York Bar. 





Samuel Adel 


John Hancock 


Richard  H. 
Swann Jr., assist- 
ant superintendent 
of agencies for the 
southern division, 
has been named 
general agent at 
Memphis. He has 
been_ supervisor 
at Houston, assist- 
ant general agent 
at San _ Antonio 
and field assistant 
at the home office. 





Richard H. Swann Jr. 


Continental American 

C. F. Bartlett has been appointed 
general agent at Norristown, Pa., to 
succeed the late C. I. Jamieson. Mr. 
Bartlett has been manager at Buffalo 
for Provident Mutual Life. He is a past 
president of Buffalo Life Managers 
Assn., and chairman and past presi- 
dent of Western New York A&H Assn. 
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Colonial Life W. R. Dougt 

K. H. Thorp Jr. has been appointed 
assistant resident superintendent at Mutu 
Chicago, where he has been a super- D. D. Steve 
visor with the Lawrence agency of { Ill, has be 
Massachusetts Mutual. Rapids to st 
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manager at Whittier. He has also been 
supervisor at Kansas City and Los 
Angeles. 

L. E. Peyton, assistant manager at 
Milwaukee, who transfers to Green 
Bay, Wis., in the same capacity. He 
has also been supervisor at Milwaukee. 

Named manager at Regina, Sask., 
is J. D. Bannerman, assistant manager 
manager at Winnipeg. 


Massachusetts Mutual 
William S. Brau- 
nig, co-general 
agent, has_ been 
appointed manager 
at Bosion, to suc- 
ceed his father, 
J. S. Braunig, who 
retires after 22 
years as general 
agent. W. S. Brau- 
nig has also been 
agency supervisor 
and assistant gen- 
eral agent. His fa- 
ther is a past pres- 
ident of Boston Life Supervisors Assn. 


Canada Life 


Lee Nashem will 
become general 
/ agent at New York 
April 1, following 
his March 31 res- 
| ignation as general 
agent there for 
' Mutual Benefit 
| Life. Mr. Nashem, 
who developed his 
Mutual Benefit 
agency almost 
from scratch 12 
years ago, last year 
established a com- 
pany record with agency production of 
nearly $29 million. He began his life 
insurance career in 1932 with Metro- 
politan Life, joined Acacia Mutual Life 
as manager at Seattle and then trans- 
ferred to the home office as supervisor. 
He later was named assistant to the 
field vice-president and, in 1943, was 
appointed manager at Chicago. 


William S. Braunig 


lee Nashem 


Washington National 


W. R. Doughty 
has been appointed 
general agent at 
Phoenix. He was 
with Mutual Bene- 
fit Life from 1952 
to 1958, at which 
time he joined 
Washington Na- 
tional. 


W. R. Doughty 


Mutual Of New York 

D. D. Stevens, manager at Oak Park, 
Ill, has been transferred to Grand 
Rapids to succeed D. P. Cahill, who 
has resigned. Succeeding Mr. Stevens 
is E. M. Jacobson, a managerial trainee 
at the home office. Mr. Jacobson has 
also been with Mutual Savings Life. 

Managerial trainees who have been 
to | named managers are E. F. Brophy, 
| Who goes to New York to succeed 
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ROBERT |. BUSHNELL 
Consullan 
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Hoydens Hill Road Fairfield, Connecticut 
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J. F. Erdman, who has resigned, and 
J. F. Wagner, who heads the Waterloo, 
Ia., agency, succeeding E. L. Schnee. 
who has been appointed manager at 
Bakersfield, Cal. 


Life Of Virginia 
W. H. Ball, who has been with the 
company since last year, has been 
named manager of the ordinary agency 
at Washington, D. C. 


American United Life 


F. J. Reidy has been appointed unit 
manager in the Tulsa area for R. M. 


Belisle’s | Missouri-Kansas-Oklahoma 
agency. He has been with Connecticut 
Mutual. 


Lutheran Brotherhood 
L. G. Meseck has been named head 
of a newly opened general agency in 
Atlanta. He had been general agent 
for the fraternal in Spencer, Ia. 


Provident Mutual Life 
J. C. Feeley has been appointed 
co-general agent with Knox Turnbull 
at Charlottesville, Va. Mr. Feeley was 
assistant manager at Philadelphia until 


Tm “all fired-up” to knock on 
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. because | have absolute 


confidence that an aggressive 


Republic National Life Home 


Office team is right behind 


me. There’s no doubt in my 


mind —I'm on the ‘'GO”’ 


team... and there’s room for 


you too in such a rapidly 


expanding company. 


ds Snformation Kagarding 
BROKERAGE OPPORTUNITIES 


Contact Edward R. Nadalin 
Assistant Vice President and 
Director of Brokerage 
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1958, when he was transferred to 
Charlottesville. 

Robert White, supervisor at Buffalo, 
has been appointed manager there. 


Aetna Life 


W. H. Smith, assistant general agent 
at Atlanta, has been appointed general 
agent at Birmingham to succeed Roy 
Lockhart, who will devote his full time 
to production. Mr. Smith is a former 
vice-president and director of Augusta 
Life Underwriters Assn. Mr. Lockhart 
has been a member of Million Dollar 


AAD ars (0X6) 


SUPERVISION 


Prompt assistance and coopera- 
tion. Then too, there's always an 
open line to the Home Office. 


TRAINING 


Practical training and friendly 
help keep me on the right path 
no matter what new problems 
develop. 


UNDERWRITING 


There's nothing so encouraging as 
the knowledge that your under- 
writers remember that applicants 
are people — not just medical 
histories. 


ADVERTISING 


Soles material thot really im- 
presses the prospect and advertis- 
ing thot makes me proud of the 
company | represent. 


Above everyone else | know that 
the President started ovt with ao 
rate book in his hand and has 
built a company in which he has 
surrounded himself with sales 
minded executives. 


REPUBLIC NATIONAL LIFE INSURANCE COMPANY © Home office * Dallas 


LIFE @ ACCIDENT e@ SICKNESS @ MEDICAL AND SURGICAL REIMBURSEMENT e 


HOSPITALIZATION 


GROUP e PENSION e FRANCHISE © BROKERAGE e@e COMPLETE REINSURANCE FACILITIES 














THE ACTIVITIES 
OF GREAT SOUTHERNERS 
IN 1959 


The activities of Great Southerners in 1959 made 
possible another record year of service. We passed 
several milestones. On February 4, we issued our mil- 
lionth policy; on June 24, our insurance in force passed 
the billion mark, and on November 1, we celebrated 
our 50th birthday. 


INSURANCE IN FORCE 

During 1959 Great Southerners delivered 13,939 policies 
for new life insurance of 134,881,619, bringing our 
total insurance in force to $1,026,599,641, represented 
by 237,073 individual policies. 





PAYMENTS TO BENEFICIARIES & POLICY— 
OWNERS 

In 1959 payments were made in an amount of $12,- 
394,586. Of this sum $6,199,528 was paid to living 
policy owners while death claims amounted to $6,195,- 
058. Since organization, these payments have totaled 
$189,929,738. 


ASSETS 


In 1959 our assets increased $11,451,491, to a year 
end total of $216,083,361. 


POLICVOWNERS' RESERVES 

Reserves for Policies and contract obligations totaling 
$187,715,819, or 87% of all assets, are maintained 
for the protection of policy owners. 


INVESTMENTS 

During 1959 we invested $25,697,601 in mortgage 
loans. At year end, our investment in mortgages through- 
out our territory totaled $136,366,665. 

In addition, the company invested $4,106,857 in bonds 
and stocks, most of which was invested during the cur- 
rent year in tax exempt bonds of political subdivisions. 
Total investment in stocks and bonds amounted to 
$54,773,433. 





GREAT SOUTHERN Jif Insurance Company 
Founded 1909 


Home Office + Houston, Texas 


H2NATIONAL UNDERWRITER 





Round Table and is past president of 
Birmingham Life Underwriters Assn. 
and General Agents & Managers Assn. 


Prudential 
Harvey Wigfield, head of a detached 
agency at Villanova, Pa., since 1958, 
has been promoted to manager of the 
new ordinary agency there. He joined 
the company at Philadelphia and was 
promoted to division manager in 1951. 


Manhattan Life 


Appointed general agents are: 


Samford Planning To 
Retire As President 
Of Liberty National 


Frank P. Samford Sr., president ay 
chairman of Liberty National Lit 
has_ revealed his 
plans to retire as 
president in De- 
cember and to rec- 
ommend his son, 
Frank P. Samford 
Jr., vice-president, 





Richard J. Conboy at Boston, where as_ his _ successor. 
Mr. Samford said 
he will continue 


as chairman and 
chief executive of- 
ficer. 

He made his 
plans known dur- Frank P. Samford § 
ing the annual meeting of stocxholder 
and directors, at which time he aly 
recommended the following promo. 
tions: Ehney A. Camp, vice-presidey 
and treasurer, to executive vice-pres. 
dent in charge of investments; Jack D 
McSpadden, vice-president and secre. 
tary, to executive vice-president jr 
charge of insurance; Charles C. Clay. 
ton, vice-president, to executive vice. 
president in charge of agencies, ani 
Alvin B. Biggio, vice-president, to sen. 
ior vice-president in charge of person- 
nel. 





Richard J. Conboy 


Robert B. Levey 


he has been manager. He started his 
life insurance career with New Eng- 
land Life as a medical underwriter. 

Robert B. Levey, former supervisor, 
who goes into Burbank, Cal. 


PACIFIC MUTUAL LIFE—Kathryn 
T. Bierstein has been named assistant 
general agent of the A. E. Kraus 
agency, Los Angeles. 


GIRARDIAN' LIFE—Robert Van 
Lone has been appointed regional 
manager for California. 


CALIFORNIA LIFE—C. W. Ander- 
son has been named general manager 
at Minneapolis. 


APPALACHIAN NATIONAL LIFE 
has appointed Luther Adkins as gen- 
eral agent at Harriman, Tenn. He has 
been with New York Life. 


Retired Hancock Employes 
May Use 50% Of Group Lite 
Benefit For Medical Bills 


A vlan to allow retired employes t 
use up to half of their group life 
policy benefits for major medical cost: 
has been brought out by John Han. 
cock for its employes. 

The plan allows retired workers, if 
they elect, to pay for three-quarters of 
their medical expenses, after a $100 
deductible, with the group life policy. 












































Completely vested Renewals for the 
premium paying period of the policy 


Substantial Override for general agents 


Accident and Sickness Plans— 
“your partner for Life” 


High Value Low Premium Life Plans 
Top First Year Commissions 


Agency Director. 


BUILD A SECURE FUTURE WITH... 
YOUR OWN AGENCY 


Built on the strong foundation of Central Standard Life’s 
new Career Contract that offers you: 


““The secret of success is Constancy to Purpose" 


Our success has been achieved with our career men and women. 


See for yourself—Write or wire today for your 
“new approach” agent’s kit. Get full details by 
contacting your local Central Standard General 
Agent or: John M. Laflin, Vice President and 


At the same time, surgical benefits 
were increased from a maximum of 
$275 to $550 for enaployes who retired 
before July 1, 1954, bringing their 
benefits into line with those paid to 
persons who have retired since that 
date. 


Guardian Has New Senior 
Hospital-Surgical Policy 


Guardian Life has introduced a non- 
cancellable senior hospital and surgi- 
cal expense policy with a guaranteed 
premium on a lifetime guaranteed re- 
newable basis for insured age 60 to 80. 

An applicant has a choice of one of 
three plans. The plans offer a choice 
of benefits up to $20, $15 or $10 a day 
for hospital room and board for a pe- 
riod of 50 days in any 12 consecutive 
months. During each hospital stay, 10 
times the daily room and board allow- 
ance is available for additional hospi- 
tal expenditures, such as x-rays and 
medicine. Periods of hospital confine- 
ment separated by less than 30 days 
are considered a single hospital stay. 

Under the surgical provision, a max- 
imum of $300, $225 or $150, depending 
upon plan chosen, may be paid in sur- 
gical fees for an operation performed 
in a doctor’s office or hospital. This 
benefit is augmented by an anesthesia 
allowance of $40, $30 or $20 for each 


With Central Standard You Enjoy 

* working with an agent-agency 
building organization 

* company sponsored education 

* tested-proven direct mail aids 

¢ liberal underwriting 





Benjamin Disraeli 


In Force: $357,405,420 
Assets: $107,284,880 
Surplus: $14,591,874 





Founded 1905S 


211 W. Wacker Drive 





CENTRAL STANDARD LIFE 


INSURANCE COMPANY 


Life - Accident - Sickness 


hospital stay. 

All three plans operate on a $50 de- 
ductible basis which is applicable for 
each hospital stay and surgical opera- 
tion. When, however, surgery is per- 
formed within 30 days of the beginning 
or end of a hospital stay for the samé 
condition, only one deductible applies. 


Chicago 6, Illinois 
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Stone to write a history of the entire 
life insurance business. 

Mr. Davis said he had asked him- 
self why Dr. Huebner has been so 
eminently successful in his life work. 
He summarized his answers like this: 

—Dr. Huebner is a man of strong 
convictions. 

—He is a man of tremendous intel- 
Jectual curiosity. 

—He is a great teacher because he 
has not only convictions and intellect- 
yal curiosity but a high degree of 
articulateness. He has succeeded in 
peing influential because he makes 
fh things completely simple, he shoots 
' straight at the target, and—most im- 
portant—he talks and writes ideas and 
not just words. 

—He has had “a whale of a good 








mford § 
holder; 


he aly ji : : 
pea time.’ He has found joy in his work 
-esiden} and in the whole great insurance pro- 


fession. He loves to learn ‘about things 





ae and to be with people. 

secre} Endorses Book’s Title 

lent it} ‘The book’s title, “The Teacher Who 
- Clay} Changed an Industry,” is an accurate 
2 one, said Mr. Davis, for Dr. Huebner 
*S, and 


has engaged in one activity after an- 
to sen} other that has raised the stature of 
eTSON-) the life insurance industry in the last 
'50 years. Mr. Davis _ particularly 

stressed the key importance of Dr. 
' Huebner’s work in promoting self-re- 
«,} liance through private life insurance 
) Life} in the face of a growing idea that such 


yes 


LIFE INSURANCE EDITION 


°° | Subject And Author Of Biography Honored 


(CONTINUED FROM PAGE 1) 


Mr. Myrick mentioned that Miss 
Stone had assigned all her royalties 
to the S. S. Huebner Foundation for 
Insurance Education and that her 
work was a true labor of love. He 
presented a jeweled brooch to her on 
behalf of the American College. 

In her response, Miss Stone men- 
tioned that she was proud to have 
been in selling and service work all 
the years she had been in the busi- 
ness. Yet 50 years ago such a feeling of 
pride in life insurance selling was less 
prevalent, and the man who has done 
the most to make it something to be 
proud of is Dr. Huebner. 

Executive Vice-president Lester O. 
Schriver of NALU gave the invocation 
and benediction. 

The biography is published by Rich- 
ard D. Irwin, Inc., Chicago. 


Rinehart Authori ty 
To Regulate Small Loan 
Credit Life Challenged 


Bankers and insurance company 
officials, at hearings called by Super- 
intendent Rinehart of Alabama, have 
challenged his authority to regulate 
credit life insurance sold in connection 
with loans other than those covered by 
the state’s small loan law. 

The department issued an order in 
January setting a temporary rate 
ceiling of 75 cents per $100 of loan on 











HERE’S THE HELP YOU NEED... 


Our facilities and experience in handling tough life cases will 
enable you to place a maximum amount of business with a 
minimum of time and trouble. 
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functions are the province of govern- reducing term credit life and at the : sys : 
Bil poner ie Ces levies ie cide oe a Liberal underwriting of substandard risks. 
yes ti} Mr. Davis concluded with the sug- term life with loans. Although Ala- Older ages — select lives to 80. 
P lifl gestion that a half-hour movie be bama’s small loan law prohibits the . * 
1 cost} made based on Dr. Huebner’s career sale of A&S coverage in connection Low prcenin life contracts par and non pat. 
Han-| to spread further the message con- with loans up to $300, it allows credit A wide variety of low premium term plans. 
tained in the book. He said it could life sales with premiums limited to Single P ‘ I diate A iti —— 
ers, it} be done for $18,000 or $20,000 and he the 75 cents per $100 of loan ceiling. ingle Fremium immediate Annuities — high returns 
ters off expressed the opinion that if such a The effect of the department’s order per $1000 deposit. 
$100 picture were projected it would re- has been to extend this limit to other Foreign Travel and Residence coverage. 
policy| ceive industry support. forms of credit and loans of more 
nefits} Mr. Myrick expressed the hope that than $300. BRANCHES IN THE FOLLOWING CITIES: 
1m off the movie idea would be followed up. At the hearing, bank and insurance Reminars ay - Boston e cone : Paspraac > P ° Contes io Cotanbee 
etired} In his response, Dr. Huebner said company representatives questioned enver e Detroit ¢ Flint Hartford « Honolulu « Lansing * Los Angeles « Miami 
: AK oe RPE : eae Z Mi lis @ e ° ¢ Pittsburgh © Portl ° hmond 
their} he would “find great joy” if the movie the commissioner s legal power to Saginaw. « San Diego Stamens Se ag ~e Washington, D.C. 
aid to} proposal should go through. He also issue such a regulation and urged that ‘eins 
» that) spoke on the development of the he rescind it, as he did earlier with 
client relationship as the goal in life an order on credit A&S coverage. M AN UFACTU RE RS 
insurance and said its general realiza- — 
ior | tion would mean a much higher aver- _Vulean Life & Accident has declared eT sess Li FE sethathtasiocaintsled 
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ding 
sur INSURANCE IS THE GREATEST 
pose’ : : Life Insurance in Force 
This 2K Offering Brokers a complete line of Group Coverages over $1,700,000,000 
an Major Medical . . . Creditor Group Life . . ich ca a. 
Bantam group for the smaller cases... S 
) de- and all standard group coverages. 
» for 
yera- Our Group Insurance Director, Jim Rundle, has full 
Le information ... Drop him a line. .. He'll 
atk be glad to answer your questions or to _ 
ylies. make a proposal on your next case. * 
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Society Of Actuaries Agenda Ready 
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ance age for ordinary policies? What problems 
are encountered? 

E. Have some of the recently revised policy 
formats, involving such features as schedules, 
booklets, ete., proved satisfactory in practice? 
What problems have been encountered? 


III. Dividends 


A. What are the 
alternative plans for 


and demerits of 
dividends 


merits 
reflecting in 


the new federal income tax basis for qualified 
pension plans involving individual policies 
and for annuities purchased by section 501 


What considerations af- 
a policy for dividend 


(c)(3) organizations? 
fect the treatment of 


purposes after it has been purchased from the 
trustee by a withdrawing employe? 

B. To what extent (and why) does the rate 
of excess interest allowed on supplementary 
contracts without life contingencies differ from 


thet >1 supplemen.ary ecoatracts wiiho:nt lite 
ec? ti gencies or that on accumulated divi- 
dends? 


C. To what extent has it been found prac- 
ticable to pay dividends on supplementary 
contracts with life contingencies after the 
expiry of any certain period? What has been 
the experience with the problems involved 
in (+i) decreasing dividends or (ii) dividends 
that do .o. decrease? 


IV. Withdrawal Rates 

A. What studies dealing with the factors 
affecting withdrawal rates have been made 
recently? How do these factors affect differ- 
ent segments of a company’s business? What 
measures have proved useful in controlling 
withdrawals? 

B. Is there a need for new standard tables 
of withdrawal rates to replace Linton’s A and 
B rates? 

The three simultaneous sessions and 
their participants are: 

Employe Benefit Plans, John B. St. 
John, actuarial consultant, Penllyn, Pa., 
chairman: 

I. Group Life Insurance Maximum 
Limits 


The Northwestern Mutual point 
of view in advertising: 


create a climate of success 


Company success makes agents’ success far easier. And when that company success 


involves dramatic advantages for policyholders, it’s a story especially worth telling. 


Frank A. Kemp, President of Great Western Sugar Company, tells the exclusive 


Northwestern Mutual dividend story in this message which has reached millions 


of thoughtful people everywhere through the pages of Time, Newsweek and Fortune. 


“Northwestern Mutual increases ws 
ve yeu. 


dividend for the eighth consecut 


el de 













There ts a difference! 


Northwestern Mutual 
dividend rates 

have increased 45% 
since 1952 


any other g 

{TH LIFE INSURANCE, or a 

W' ize of dividend you 
investment, the size aisipaeciot a 


state insurance departments, members 
of Middle Atlantic Actuarial Club and 
persons holding the title of actuary of 
a life company. 


be on ordinary life. 
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A. What are the actuarial considerations ;, 
determining the maximum amount of 
life insurance that can be safely issued to 2 
individual? What statistical data have bee, 
developed in this connection? j 

B. What practical arrangements are avail, 
able to meet the demand for low cost deat 
benefits in large amounts for employes? 


II. Taft-Hartley Welfare Plans 
A. Under what conditions and limitation; 
can a welfare plan, administered by a join; 
board of trustees and not placed with a 
insurance company, be considered actuarial); 
sound with respect to: j 
(1) Death benefits? 
(2) Weekly sickness and accident benefits 
(3) Hospital, surgical, medical, expense 
B. What, if any, special reserves are nece. 
sary for such programs? 


III. Group Annuity Federal Disclo. 


ure Act Reports 
What have been the effects of the Federg 
Disclosure Act? What problems have devel. 
oped and how have they been met? Has the 
act brought about increased communication 4 
plan operations to employes? 
IV. Pension Plans for Industry o 
Area Groups 
A. In a Taft-Hartley pension plan which 
fixes both benefits and contributions, why 
criteria are used to determine the adequacy 
of contributions to support the benefits pro- 
mised in regard to: 
(1) Period of adequacy? 
(2) Funding of accrued liability? 
(3) Provisions for cash or vesting benefits 
upon termination of employment? 
B. What are the merits and demerits cf the 
Internal Revenue Service tests of adequry 
set forth in PS 64 (meeting maturing costs 
normal costs, and interest on accrued liabili- 
ty)? 
V. Group Annuity Rate Changes 
A. What are the causes for and probable 
short-term and long-term results of the cur- 
rent reductions in group annuity rates? 
What are the actuarial implications, if 
any, of such causes with respect to group 
annuity business already in force? 
The insurance company income tax 
act of 1959 will be handled by a panel, 
with Richard C. Guest, Massachusetts 
Mutual Life, as chairman. Panelists are 
Andrew Delaney, American General: 
Charles G. Groeschell, Northwestern 
Mutual Life; J. Edwin Matz, John Han- 
cock, and Henry F. Rood, Lincoln Na- 
tional Life. 
Because of limitation of space, as 
well as interest expressed in this sub- 
ject, attendance at this session will be 
limited to those persons for whom the 
session was particularly designed: 
members, representatives of former 
contributing companies, actuaries of 


The third simultaneous session will 


The second day will be devoted to a 
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smaller company forum. William C. 
Brown, Colonial Life, is chairman, with 
the other participants being Robert C. 
Bailey, Equitable Life of D. C., and 
John C. Burns, Standard Life of Cana- 
da. The agenda includes: 

I. Trends in Policy Plans 

In the industry as a whole there has been 
an evident trend toward the sale of lower 
premium policies, resulting in a reduced rate 
of asset growth and other consequences. 

A. Are the smaller companies experiencing 
this trend? Is it a matter of concern to their 
actuaries? 

B. Are any steps being taken by individual 
companies to encourage the sa'e of policies 
with a larger investment element? 

C. If legislation were to be adopted per- 
mitting income tax benefits to self-employed, 
professional people who purchase retirement 
policies, to what extent would this encourage 
the sale of policies with larger investment 
features? 


II. Office Methods 


What changes in office methods have been 
made, or are contemplated by the smaller 
companies, in order to control expenses—in 
particular: 

A. For what types of operation have smallet 
companies found electronic machinery prac- 
ticable? 

B. What changes have been made to simpli- 
fy policies and policy issue procedures? 

C. What recent changes have been made in 
underwriting rules, e. g., nonmedical, inspec 
tions, etc.? 

D. Are there any other areas where sié- 
nificant improvements in operation have bee? 
found possible? 
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III. Group Insurance 


For those smaller companies that have en- 
tered the group field in the past 10 or 20 


years, 
A. Have results obtained reached expecta- 


tions? Has the decision been justified? 

B. By what underwriting means do small 
companies compete with ‘‘giants’” in this 
field? 

Cc. Is there any tendency for smaller com- 
panies to utilize special underwriting, e. g., 
by accepting unusual types of case, or as- 
sociation groups, etc.? 

IV. New Benefits 


To what extent have the smaller companies 
found it necessary to develop new benefits 
such as those listed below? On what basis do 
smaller companies offer: 

A. Guaranteed issue, or modified under- 
writing for groups of individuals issued in- 
dividual policies? 

B. Guaranteed insurability riders? 

C. Multiple accidental death benefits? 

D. Pre-authorized check plan? Is the time 
and expense required to establish and ad- 
minister this plan justified for smaller com- 


panies? 


Huebner Will Keynote 
MDRT Annual Meeting 


(CONTINUED FROM PAGE 4) 
Sunday, May 22, session with “Ten 
Stimulators—Estate Planning Ideas,” 
gleaned from his own experience with 
Forster & Gemmill, Los Angeles. Mr. 
Forster will be followed by the presi- 
dent of Provident Mutual, Thomas A. 
Bradshaw. 

Featured guest speakers on the final 
day of the meeting, Monday, May 23, 
will include J. S. Seidman, president 
of American Institute of Certified 
Public Accountants, New York City, 
and Charles W. Hamilton, president 
of the trust division of American 
Bankers Assn. Mr. Hamilton is senior 
vice-president and trust officer of Na- 
tional Bank of Commerce, Houston. 

“Although over 600: members have 
made reservations to attend the meet- 
ing,” said Mr. Albritton, “it is still 
possible to arrange the necessary 
transportation and hotel reservations 
for what promises to be a most out- 
standing meeting.” 


All American L.&C. has been li- 
censed in Mississippi, its 38th state. 


LIFE INSURANCE EDITION 


Explores Close Corporation Tax Questions 


(CONTINUED FROM PAGE 14) 


will have to be given to the attribu- 
tion rules. 

“In the third type of redemption, 
that is a partial redemption, a guaran- 
teed way is available of getting out 
accumulated earnings and profits of a 
corporation at no tax. The amount that 
can be taken out without tax is limited 
to the amount of estate taxes that must 
be paid by the estate and funeral and 
administration expenses, but these 
sums can be substantial. It is one of 
the few ways in which earnings can 
be taken out without taxation and 
should not be overlooked. 

“What price is to be fixed in the 
agreement for the stock redeemed? 
The answer to this question depends 
on the type of corporation that is in- 
volved. One way is to set a fixed value 
for the entire corporation, and to pro- 
vide for periodic revision of the price. 
This way is all right if the price is in 
fact periodically revised. Another way 
is to set a specific standard for valuing 
each important asset—cash at 100%, 
receivables at 80% or 90% of book 
value, etc. 


Full Proceeds Or Cash Value? 


The question will also arise as to 
whether the full insurance proceeds 
should be included in the price of the 
stock, or whether only the cash value 
at date of death should be included. 
My personal opinion is that either 
course can be followed. In a strict 
family situation, it may be desirable 
either to include the insurance in the 
price to be paid, particularly if it is 
important that the price paid be ac- 
cepted by the service as the value to 
be put on the stock that is being re- 
deemed.” 

In explaining the use of split-dollar 
plans by close corporations, Mr. Jones 
asked: 

So far as estate taxation is in- 
volved, the amount payable to an em- 
ploye’s beneficiaries would usually be 








Indianapolis Life's 
well-planned road 
to successful agency 
operation includes: 
e Acomplete new line of low cost life 
insurance policies featuring graded 
premiums and lower rates for women. 
Commercial, Guaranteed Renewable, 


Non-Cancellable Accident and Sick- 
ness policies. Liberal Check-O-Matic. 


e Substantial training tools, including career 
compensation, production incentive plans, ex- 
cellent training program. 


e Liberal commissions, training allowance, lifetime 
service fees, Group Life, Hospitalization and Major 


eZee Medical, non-contributory pension. 





Company's 55-year record is unexcelled in quality and service. 
WALTER H. HUEHL, President 


) £ dian apolis Pika 


ARNOLD BERG, C.L. U., Agency Vice-President 


INSURANCE COMPANY 


WAS EORGOEZD| Company +. Founded 1005 


Indianapolis 7 Indiana 





AGENCY OPPORTUNITIES in Colo., Conn., Fla., f1., Ind., fa., Ky., Mich., Minn., Mo., Neb., N.D., Ohio, S. D., Tenn., Tex., Wis. 





included in the employe’s taxable es- 
tate. This is because it is usually pro- 
vided in a split-dollar policy that the 
beneficiary cannot be changed without 
the employe’s consent. This amounts 
to a retained incident of ownership. If 
an irrevocable beneficiary is named 
and the employe otherwise retains no 
incidents of ownership in a split-dollar 
policy, estate taxation of the proceeds 
may be avoided. 
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“A question frequently arises. Does 
the tax protection afforded by revenue 
ruling 55-713 apply to a majority stock- 
holder-employe, or to a close relative 
of his? On ths basis of private letter 
rulings issued by the Internal Revenue 
Service, the answer is ‘no.’ The facts 
upon which revenue ruling 55-713 was 
based did not contemplate either a 
majority stockholder-employe or a 
close relative situation. 

“However, lack of protection by a 
ruling does not necessarily mean that 
there will be adverse income tax con- 
sequences. The worst that could hap- 








STABILITY 


liabilities. 


REPUTATION 


panies. 


OPPORTUNITY 


INSURANCE 


Take FULL Measure 
3 © Of the Company 
“*- YOU Seek 


EARNING POTENTIAL 


Protective Life's General Agents Agreement 
provides top commissions, overriding com- 
missions, vested renewals, service fees and a 
liberal expense arrangement. 


COMPETITIVE POSITION 


Protective Life meets competition on all forms 
of Ordinary Life policies, both Par and Non- 
Par, and on all types of Group Insurance. 


The last regular examination of the affairs of 
Protective Life shows that the Company has 
$113.99 of resources for each $100.00 of 


PROGRESSIVENESS 


Protective Life has an Audio-Visual Selling 
Program, Quantity Discount premium system, 
and writes such "special" coverages as Dis- 
ability Income and Guaranteed Insurability. 


Protective Life is now in its 52nd year of 
successful operation, has more than a billion 
dollars of life insurance in force and carries 
an "Excellent A Plus" rating by independent 
authorities for the ranking of insurance com- 


General Agency opportunities unlimited 
throughout the Southeast for experienced 
Agents doing well in life insurance business, 
yet somewhat impatient with prospects for 
future advancement. 


Please address your inquiry, giving age and ex- 
perience record, to C. B. Barksdale, Agency Vice-President 


PROTECTIVE LIFE 


COMPANY 








William J. Rushton, President 
BIRMINGHAM, ALABAMA 
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pen, as I see it, is that the Internal 
Revenue Service might try to tax as 
income to such stockholder-employe 
the economic value of the money paid 
by the corporation which is being put 
to the employe’s use, measured either 
by reasonable interest on such money 
or by a one-year renewable term prem- 
ium rate multiplied by the amount of 
insurance offered the employe (the 
face amount less the cash value), min- 
us any portion of the total premium 
paid by the employe. 

“Conversely, an attempt might be 
made to disregard the corporate en- 
tity and to tax the entire amount of 
any premium to the stockholder-em- 
ploye. Such disregard of the corporate 


HieNATIONAL UNDERWRITER 


entity does not, however, appear to be 
sanctioned by decisions of the U. S. 
Supreme Court and other courts. 

“As in all things, there are wrinkles 
which develop on tax savings devices 
as their use expands. One of the most 
popular variations is to have the cor- 
poration pay all the premiums on the 
policy including the first-year prem- 
ium. The individual never has to pay 
any of his own money for the insur- 
ance protection that he is getting. If 
this variation is used, the corporation 
is, of course, made the beneficiary of 
the policy to the extent of the prem- 
ium paid by it so that at all times the 
corporation is fully protected with re- 
spect to the amount paid out by it. The 
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NEW ORLEANS AGENCY OPPORTUNITY 


. . » for qualified man with successful supervisory experience to head established 


Life Agency of large, progressive Eastern company. Includes all lines of Life,:Acci- 
Cc Ti 


+ fi 





dent and Health, Group coverage. 


Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


for agents. If you have field supervisory experience and believe you are ready for 
your own agency, write giving complete resume of your background. Your reply 
will be kept in strict confidence. Reply to: Box M-74, c/o The National Underwriter 


ing plan and training program 











OPPORTUNITY FOR AMBITIOUS 
GROUP SALES REPRESENTATIVE 


Expanding Group Department has un- 
| usual opportunity for two outstanding 
young Home Office Group Sales Rep- 
resentatives with minimum 2 years suc- 
cessful experience. These desirable 
positions, one in Ohio and one in the 
Pacific Northwest, can lead to Regional 
Group Manager in 2 to 3 years. 


Salary and bonus $8,000 to $10,000 
based on age and experience plus an- 
nual raises, moving and travel expenses, 
liberal Group and pension benefits. 


This outstanding Life Insurance Company 
located in New England operates in all 
states. Leading applicants will be in- 
vited to the Home Office for interviews. 
Send resume of education and experience 
to Box M-90, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chica- 
go 4, Ill. Replies will be kept confidential. 

















WANTED—OVERSEAS AGENTS 

Combine Unusual Financial Opportunity 
With Continental Livin: 
A large, aggressive American Life Insurance 
Company panding agencies in the various 
European countries where U.S. military person- 
nel are stationed (Germany, France, italy 
Spain, and England) is offering top a ents! 
contracts, bonuses, and numerous fringe vad 
fits to a limited number of high caliber agents 
selling to military personnel stationed in Eu- 
rope. Agents presently in Europe sold | million 
to 4 million in 1959. Wonderful income tax 
advantage for those who remain overseas 18 
months or longer. Financing available. For 
further details send complete resume and 
photo to 





John R. McCarthy, General Agent 
European Address: Hauptpostlagernd 
Heidelberg, Germany 


OPPORTUNITY FOR THREE 
REGIONAL SUPERINTENDENTS 
OF AGENCIES 


In our expansion program we have created 3 
regions of approximately 4 states each; In the 
South, Southeast and Southwest. It will be your 
responsibility to develop Agencies with these 
tools: General Agent's furnished offices and 
subsidies; Agents financing program, all con- 
tracts lifetime renewals. Complete rate book 
and Special plans-Life only. Starting salary 
commensurate with your ability, plus incentive 
bonuses. Applicants now being considered for 
all three positions. Reply in strict confidence 
giving personal biographical information and 
a complete record of experience to Box M-85, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 











HOME OFFICE 
LIFE UNDERWRITER 


Do you have substantial home office life 
underwriting experience, organizational and 
supervisory ability, and familiarity with life 
company administrative procedure; particularly 
the policy issue function? 

If so, are you interested in a position as 
Chief Underwriter with the newly organized 
life company, subsidiary of a leading eastern 
casualty-fire-surety writer? 





Write, sending resume to Box M-9I, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








PERMANENT 
AGENCY CONNECTION 


Golden opportunity for man with Life or 
Group business experience. Develop and work 
on specified group accounts in Ohio. Guaran- 
teed starting salary, expense allowance, sub- 
stantial bonus. Age 35 or less. 

Reply in confidence to Box M-92, c/o The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








A&S CLAIM ADJUSTER 


This opening offers exceptional opportunity for 
future advancement for young man 25-30 with 
two or more years accident and si 
experience. Prominent Midw 





lent starting calary wit! lic merit increases. 
Slete resume ¢ lary requirement. 
6, c/o ‘The onal bane 

kson Bt ‘ ’ 4,1 





FIRE and CASUALTY 
COMPANY MANAGER 


Experienced Executive available to organize and 
manage Fire-Homeowners-Casualty Affiliate of 
Medium or Large Life Company in Northeast or 
Midwest. Energetic. Salesminded. C.P.C.U. Write 
Box M-98, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








corporation is the record owner of the 
policy but provision is made for no 
changing the beneficiary designation 
without the written consent of a 
specified person. This avoids the prob- 
lem of having the employe pay the 
premium on the first year under the 
usual plan, when there is little or no 
cash value.” 


Payments To Widows 

Explaining the use of life insurance 
for direct payments by the close cor- 
poration to widows of former employes, 
Mr. Jones noted that a section of the 
internal revenue code permits a tax- 
free payment up to $5,000: 

“As to the taxability of the amounts 
in excess of $5,000 to the widow, there 
is a split of authority at the present 
time under the 1954 internal revenue 
code, because of the existence of the 
specific provision in the code for a 
$5,000 exemption. In the second and 
fourth circuits indications are that 
amounts in excess of the $5,000 would 
probably be construed as taxable in- 
come. However, the only decided case 
under the 1954 internal revenue code 
has held that any amounts paid in 
excess of $5,000 are not taxable. 

“Furthermore, in any case arising 
under the 1939 code, a whole series of 
cases have now held that payments in 
excess of $5,000 are non-taxable. 

“As to the corporation’s taxable de- 
duction for payments to a widow, it 
is quite clear that payments equal to 
2l% years of one’s salary, even though 
spread over a much longer period, will 
ordinarily be deemed to constitute rea- 
sonable and necessary deductions.” 


Indianapolis Lite Men 


Hear Herbert Graebner 


The man who stays in the life and 
health insurance business must be a 
family financial adviser, Herbert 
Graebner, dean of American college, 
told Indianapolis Life Underwriters 
Assn. at the February meeting. 

“People are sold on life and health 
insurance,” he declared. “Your job is 
to help them find the money to pay 
for it. Usually their apparent inability 
to pay is a result of a failure to un- 
derstand certain costs: The cost of im- 
patience (buy now and pay later); the 
cost of excess (excessive living); the 
cost of conspicuous consumption (buy- 
ing for status purposes); the cost of 
unplanned spending (impulse buying); 
and the cost of greediness (the attempt 
to find investments that make quick 
gains).” 

The meeting also featured presenta- 
tion of an award citation to J. Russell 
Townsend Jr., general agent Equitable 
of Iowa, Indianapolis, from the Amer- 
ican College board in appreciation of 
his 22 years of teaching CLU courses 
at Butler University. In addition, Mr. 
Graebner, who was dean of the college 
of business administration at Butler 
before joining American College, read 
his personal citation of Mr. Townsend, 
“Profile of a Master Teacher.” 

Victor Cohn, science reporter of the 
Minneapolis Tribune, will speak at the 
annual meeting, March 12, of Group 
Health Mutual at Minneapolis. 





ADVERTISING — SALES PROMOTION 
Must have creative ideas, especially in direct 
selling aids. Should be good public speaker. 
Will head department and must have ability 
to prepare, execute, and administer entire 
program. Mutual company over 50 years old 
with progressive philosophy and strong growth 
plans. Situated on West Coast. Reply in con- 
fidence to Box M-79, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, 
Illinois. 
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Life Industry Paid 
Benefits Exceeding 
$7.5 Billion In ‘59 


American families in 1959 receive, 
life insurance and annuity benefit; 
amounting to $7,531,400,000, a record 
according to Institute of Life Insur. 
ance. These payments were $299 mil. 
lion larger than those in 1958 ang 
more than twice the benefits paid 19 
years ago. 

Benefits to living policyholders ac. 
counted for 59% of the 1959 total, o 
$4,421,700,000, a gain of more thay 
$99 million and more than double ben. 
efits paid 10 years previously. 

The living benefits included $63 
million paid under matured endoy. 
ments; $119 million in disability pay. 
ments; $656 million in annuity 
payments; $1,493,400,000 paid in cash 
values, and $1,521,200,000 in policy 
dividends. 

Death benefits in 1959 amounted to 
$3,109,700,000, a record and a more 
than 100% increase in 10 years. The 
institute notes that these payments 
are a reflection of the greater amount 
of life insurance owned and the in- 
creased age of those policies previously 
in force, rather than a rise in death 
rates. The policyholder mortality rate 
showed a downward trend over the 
past decade. 

Ordinary life policies accounted for 
about $1,803,400,000, or 58% of the 
aggregate death benefits paid in 1959; 
death payments under group life 
coverage amounted to $992 million or 
32% of the total, and industrial policies 
accounted for $313.8 million, or 10% of 
death benefits in 1959. 

In addition to these life policy bene- 
fits, American families received $2,- 
395,200,000 in A&S benefits from their 
policies with life companies. This was 
$183.2 million more than in 1958 and 
more than six times the total of these 
benefits paid 10 years ago. 


Woodmen Of World Life 


Provides Quarter Million 
Woodmen of the World Life spent 
nearly a quarter of a million dollars 
in 1959 for hospital and medical treat- 
ment provided free to members of a 
year or more afflicted with pulmonary 
tuberculosis and lung cancer, and for 
public health service contributions. 
Continuing its traditional free treat- 
ment for members suffering from tu- 
berculosis, $234,249 was spent by the 
society, for their care in hospitals near 
their homes and for out-patient treat- 
ment. 
Last year for the first time under a 
new program free treatment also was 
provided members suffering from lung 
cancer at a total cost of nearly $7,500. 
Local Woodmen camps, assisted by the 
society’s National Service Fund, spent 
$6,769 in behalf of public health serv- 
ices. Examples of these services in- 
clude equipping hospital rooms, other 
hospital equipment, assistance to chil- 
dren’s health camps, rescue squad 
equipment and out-patient treatment 
for children. 


Black Assistant Director 


Of Purdue Institute 

Charles E. Black has joined the 
Purdue Institute as assistant director. 
He entered the business in 1957 with 
State Farm and last year went with 
New England Life as agency super- 
visor at Pittsburgh. 

Mr. Black has attended the Purdue 
Institute and led his class in volume 
of lives insured. 
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Life Companies New 
Investments Over 
$6 Billion In 1959 


More than $6 billion in new life 
company investment funds was put to 
work in all areas of the national eco- 
nomy last year, which brought the 
aggregate assets of all United States 
life companies to a record $113,626,- 
000,000 at the start of 1960, according 
to Institute of Life Insurance. 

An additional $13.8 billion became 
available for reinvestment by the com- 
panies as a result of maturities, ex- 
changes, refundings, prepayments and 
sales of investments previously held. 
Total investment acquisitions in 1959 
exceeded $19.8 billion. 

For the third consecutive year, se- 
curities of business and industry led 
all types of investment acquisitions, 
with more than $6,963,000,000, or 
more than one-third of total new 
investments. Of this, $5,325,000,000 
was in industrial and miscellaneous 
bonds. The balance was in public utili- 
ty and railroad bonds and stocks of all 
types. 

The second largest block of new in- 
vestments was $5,970,000,000 in mort- 
gage loans, 30% of total 1959 ac- 
quisitions. 

Purchases of U. S. government se- 
curities by life companies in 1959 to- 
taled over $4,416,000,000, slightly less 
than the acquisitions of the previous 
year. New investments in state, pro- 
vincial and local bonds exceeded $750 
million last year. 


Columbus Mutual Surplus 
Of Dec. 31, 1959, Assigned 


To Company Policyholders 
Ohio State Life, in a petition filed 
with U.S. court of appeals in Cincin- 
nati, abandoned its attempt to gain 
control of the $19 million surplus of 
Columbus Mutual Life, and agreed 
that the surplus as of Dec. 31, 1959, 
shall remain the property of mutual 
plan policyholders of Columbus Mu- 
tual. However, the Ohio State Life 
sought authority to change the Colum- 
bus Mutual charter “prospectively.” 
The controversy started when Ohio 
State Life purchased 99.54% of Colum- 
bus Mutual stock in 1956, and sought 
to gain control of the surplus by 
amending the charter and merging the 
two companies. Late in 1958, U.S. 
district court ruled the surplus was 
the property of Columbus Mutual poli- 
cyholders and not the stockholders. 
The court enjoined Ohio State Life 





LIFE 


ACCIDENT e HEALTH 


HOSPITALIZATION 


GROUP 


XUM 


LIFE INSURANCE EDITION 


from amending the Columbus Mutual 
charter as proposed. On Feb. 8, 1960, 
U.S. court of appeals upheld this deci- 
sion. In the petition for a rehearing 
which was recently filed in Cincin- 
nati, counsel for Ohio State Life 
pointed out the court of appeals upheld 
the district court’s ruling after de- 
termining the proposed amendment 
was “retroactive.” 

Ohio State Life has now agreed to 
“set aside for the exclusive benefit of 
the (Columbus Mutual) company’s 
mutual plan policyholders every 
penny of the company’s existing sur- 
plus, and fully protect and preserve 
every right which such policyholders 
possessed by virtue of the original 
charter.” Ohio State Life further stated 
the surplus as of Dec. 31, 1959, “can 
never be used to retire stock . . . (and) 
can be distributed among the mutual 
plan policyholders.” 


William Winnick Wins 
Ernest J]. Clark Award 


William Winnick, general agent for 
Occidental of California at New Haven, 
has won the Ernest J. Clark award, 
given annually to the person whose 
article in Life Association News is 
judged the most significant and origi- 
nal contribution. 

Mr. Winnick’s article, “In Defense 
of Ordinary Life,’ was selected from 
more than 100 articles that appeared 
in the official publication of NALU 
during 1959. 

Appearing in the April issue, Mr. 
Winnick’s contribution was a reaffir- 
mation of the superiority of ordinary 
coverage over term and a refutation 
of the argument for buying term and 
investing the difference. In it, Mr. 
Winnick emphasized the flexibility of 
ordinary as contrasted to term and 
other forms of life insurance and 
showed that it compares favorably 
with equities as an investment. 


Liberty National Plans 
Stock Dividend Next Year 


Stockholders of Liberty National Life 
of Birmingham have been informed 
that they will be asked to vote at the 
next annual meeting (February, 1961) 
on a plan to declare a 33144% stock 
dividend which will increase the capi- 
tal from $7.5 million to $10 million. 
The announcement says, “It has al- 
ways been our practice to keep stock- 
holders fully informed as to future 
plans and it is in keeping with this 
policy that this is reported to you.” 

A dividend of 30 cents was voted 
payable March 10 to stock of record 
Feb. 26. This is about 10% more than 
the 1959 dividend. 








N. Y. Supreme Court 
Gives Coup De Grace 
To Regulation 27A 


(CONTINUED FROM PAGE 1) 
nies not able to operate on the same 
scale as some of the larger companies. 

Since the maximum rates as pro- 
posed by some states closely follow 
New York’s pattern, there have been 
a variety of industry opinions on their 
legality also. This case should clarify 
the problem to a large extent. 

The court did not disapprove the 
New York department’s using “bene- 
fits to premiums” as a guide to whether 
or not rates are excessive. This lan- 
guage admittedly contains some rate 
making aspects, but it is not as wide 
open as would have been the authority 
to set out and out maximum rates. The 
court decision, however, resolves the 
issue as to whether or not the benefits 
to premium language actually grants 
an insurance department any rate mak- 
ing authority. It does not, according to 
the court. 
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The benefits to premium approach 
has not been opposed by any of the 
industry trade associations, such as 
Health Insurance Assn., American Life 
Convention and Life Insurance Assn. 

Also this language is contained in the 
model bill of National Assn. of Insur- 
ance Commissioners with some modi- 
fications. 

As to other significant aspects of the 
New York ruling, this may give pause 
for thought to other states that may 
have contemplated playing “follow the 
leader” with New York on patterning 
credit insurance regulation. New Jer- 
sey, Connecticut and Ohio had already 
adopted regulations similar to New 
York’s now vacated 27A. 

The ruling also lends support to the 
more liberal approach of NAIC. Since 
1958 a subcommittee of that organiza- 
tion had under consideration establish- 
ing a “bench mark” for approval of 
credit life and A&S rates. This is in ef- 
fect a rule of thumb that any credit 
insurance producing a loss ratio of 
under 50% should be considered ex- 
cessive as to benefits received for 
premium charged. States following this 
approach include Wisconsin, Illinois, 
Nebraska, Michigan, California, West 
Virginia, Alabama and Nevada. 





Here’s the “MAJOR MED” Policy 
that starts paying... 


after the first 





500 of expense 





* 
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an additional 


exclusions... 


*2 years in Calif. 





To sell with confidence, start with a really fine policy. ACCO’S 
Comprehensive Major Medical plan for example. It can be written 
for individuals and families, not just group cases. 


After a low $50 deductible, this policy pays 100% of 
covered medical bills up to 


*900.00 


After $500.00 has been paid, the policy then pays 80% 
of medical expenses incurred within 3 years*—up to 


*10,000.00 


Unallocated benefits for accident and sickness... 
home, hospital or doctor’s office. . 
special low rates for children. For more detailed in- 
formation, just clip the coupon, attach to your letterhead and mail. 


for treatment at 


. level premiums... minimum 
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HieNATIONAL UNDERWRITER 


Actuaries’ Report Lists Association Pension Plan's Pros, Cons 


interest income. A fund managed by 
a trust company does not have either 
tax. Attractive as this might seem, 
there are important problems to solve. 

The Securities & Exchange Com- 
mission exercises close (and expen- 
sive) supervision over the sale of in- 
vestment company shares. It is prob- 
able, though, that a small local associa- 
tion fund would win exemption from 
SEC registration requirements. 


Trust Income Not Exempt 


A trust of this kind differs from an 
employer pension trust. No exemption 
of trust investment income would be 
available under section 501 (internal 
revenue code of 1954). This trust 
would fall under section 677. The in- 
vestment income of the trust would 
be taxable to the members, and it 
would have to be distributed in cash 
so that the taxes could be paid. Only 
Congress can remedy this situation, 
by passing a Keogh-Simpson type of 
bill. 

Another disadvantage is size; a na- 
tionally operated investment trust, as 


(CONTINUED FROM PAGE 2) 
well as a life insurance company, can 
achieve wide investment diversifica- 
tion, and investment expenses are 
low per dollar invested. The opposite 
would probably be true of a fund for a 
local association. 


Need Commissioned Salesmen 


Investment trusts: It is well known 
that a great variety of open-end in- 
vestment trusts have been established 
in recent years to offer a savings outlet 
for individuals. These have advantages 
and disadvantages, but without at- 
tempting any review of this extensive 
field, it may be said that the success- 
ful trusts depend on commissioned 
salesmen for the wide distribution of 
shares. 

The commissions paid range up to 
6% of purchases. Certain investment 
trusts, as the Scudder, Stevens & Clark 
fund, do not have commissioned sales- 
men or a sales load, but by the same 
token, their growth has been disap- 
pointing. This illustrates the same in- 
soluble question—pension programs 
for the self-employed will succeed 








Many fine potential agency managers are just hibernating in their 
present connections. If you've been day-dreaming—seeing your- 
self in a bigger, more rewarding job but doing nothing about it . . 

wake up and make that dream come true by becoming an agency 
manager or assistant with the State Life. Our rapidly expanding 
agency force calls for capable men who wish to climb the ladder 
of success. So, for those who qualify, the State Life offers terrific 
opportunities in many states with an agency building program 
that is unsurpassed. Write in confidence for complete details. 


DIHL H. LUCUS—Vice-President and Director of Agencies 
9 
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only if someone is paid adequately 
to make them succeed, but this very 
sales compensation destroys most of 
mass buying power. 

Variable annuities: This new idea 
has won a great amount of attention. 
The first variable annuity was that 
of the College Retirement Equities 
Fund, and linked with the Teachers 
Insurance & Annuity Association. Un- 
der this program, each teacher can 
elect to place up to 50% of his and 
his college’s contributions to a com- 
mon stock fund. At retirement the 
income initially payable from his 
stock holdings depends on the divi- 
dends plus appreciation in the stock 
values. 

Further monthly payments to him 
after retirement vary according to the 
market value of the stocks in the fund. 
The hope is that the dollar amount 
paid will roughly follow the changes in 
cost of living. Since 1950 a number of 
private corporations have _ installed 
similar plans for their employes, us- 
ing trust funds. Insurance companies 
have been organized to sell individual 
variable annuities, but these compa- 
nies have not been able to sell such 
contracts anywhere but in one or two 
states because of present state laws. 


Cites SEC Hostility 


They have also had to contend with 
hostility from the SEC and investment 
men. Prudential has well-advanced 
plans to sell variable annuities on 
both a group and individual basis but 
they required changes in the laws of 
New Jersey and other states. 

A variable annuity contract might 
have a very strong appeal for profes- 
sional men. Through a combination of 
guaranteed dollar savings and vari- 
able savings, the professional men 
could have maximum protection 
against both recession and _ inflation. 
It is not likely though that such in- 
vestment channels will be available to 
association members for some time. It 
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may be several years, if ever, before 
annuity policies of this type, group o 
individual, may be bought in the 
state of New York from life insurang 
companies. 


Trust Fund Not The Answer 


A trust fund would not be the ap. 
swer because there would be no 
guarantees on expenses or mortality 
on the variable annuity benefits, ang 
because, as we have seen, dividend 
income to such a trust fund must he 
distributed as received, making im. 
possible the operation of a variable 
annuity plan. 

Costs: Some estimates have been 
made of administrative costs on vari. 
ous retirement systems. All figures ar 
only roughly approximate: On a North. 
western Mutual Life, $10,000 indiyj. 
dual retirement income insurance 
policy issued at age 35, 20-year aver. 
age, administrative costs would be 5% 
of contributions; on an employe-pay. 
all group annuity, 6%; on an invest. 
ment trust fund (for individuals), 
8.5%; on group permanent retirement 
income insurance, 9%. 


Benefits Vary Widely 


These percentages should not be 
compared with each other too closely, 
as the benefits are so different. For 
example, the Northwestern rate was 
found by obtaining the present values 
of premiums and benefits at 3%. If 
the dividend scale is based on say 
3.35%, expenses have been understated, 
On the other hand, if investment 
shares accrue at 6% including capital 
gains, a valuation of future share 
“benefits” at 3% would produce a 
negative expense rate. 

Conclusions: It is our conclusion 
that the mass buying power of a pro- 
fessional association cannot be used 
to any significant advantage to obtain 
retirement benefits for its members. 
Some economic activities seem best 
conducted by the individual rather 
than by the mass. 

A professional man is believed to 
prefer to make his own commitment 





DEMOCRACY IS NOT 


A PARTY .. 


..IT’'S A WAY OF LIFE! 


ALL AMERICAN LIFE & 
CASUALTY COMPANY believes... 


“You should have policies designed to meet the WANTS of your prospects.” 


Why not investigate NOW one of the most talked about 
companies in America and learn the startling facts about 
Democracy in action—through the outstanding contracts 
and policies of All American Life & Casualty Company. 
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Mr. E. E. Ballard, President 

All American Life & Casualty Co. 
All American Bldg., 505 Park Place 
Park Ridge, Illinois. 
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of his retirement savings, since they 
represent such an important fraction 
of his earnings and because invest- 
ment tastes differ so widely. Not only 
this, but most men insist on making 
their own decisions as to the propor- 
tion of income to be saved. They do not 
want to be told by their association 
officers how much to set aside. 

Few association retirement plans 
have ever succeeded in the past, and 
there is no reason to anticipate they 
will in the future. The only hope for 
such plans would be the passage of a 
special kind of Keogh-Simpson bill un- 
der which deductions would be granted 
association members for retirement 
contributions to association plans, but 
not on contributions to individual re- 
tirement savings of any kind. Failing 
this most unlikely contingency, the 
professional man will no doubt con- 
tinue to choose his own investments. 
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LIFE INSURANCE EDITION 


Annual Texas Tri-City 
Sales Congress Draws 
Crowd Of 2,600 
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to him his situation and impressing 
upon him that only he can do some- 
thing about it. A money spending pro- 
gram may be repugnant to the pros- 
pect, “but show him an abundant life 
which the accomplishment of the long 
range program he has in mind will 
bring, by taking action now, and the 
prospect becomes a client.” 

Mr. Smith extolled the great life an 
agent makes for himself in his chosen 
line while at the same time doing his 
duty in meeting his responsibility to 
his own family. He gave a number of 
examples of where good business can 
be found if the agent is alert. 


No Longer ‘Second Class’ 

Mr. Gastil said career life insurance 
agents are no longer regarded as ‘“‘sec- 
ond class,” they have earned a pro- 
fessional status and now must go out 
and tell what they know. He believes 
the best investment that can be made 
is life insurance and that it can be 
depended upon at all times through all 
changes. 

“You must greatly believe to face 
the issues with honest courage that: 
Life insurance offers a great service; 
it is the best answer to economic 
problems, the best investment a man 
can make; selling life insurance is 
the best career a man can have. Be- 
lieving makes it so. Doubt makes fail- 
ure. Doubt and you will not reach the 
pinnacle. A great faith is a great des- 
tiny,” he declared. 

Life insurance men talking of mu- 
tual funds and common stocks for in- 
vestment purposes are parrots, he em- 
phasized. “Sell cash reserve insur- 
ance,” he said, and gave a number of 
examples of why life insurance is a 
better buy than mutual funds or real 
estate. 

Mr. Bray declared himself as a firm 
advocate of chain prospecting. He also 
is a strong backer of the telephone 
approach. He stressed the value of 
keeping accurate records in order to 
have a clear picture of his activities— 
to see whether he is spreading his ef- 
forts over too much space, to learn the 
effectiveness of his presentation, etc. 
Also, the successful agent should 
have a capable secretary who can 
draw up plans and programs. Finally, 
he advised the agents to have no fear 
or awe when calling on very promi- 
nent men in business and professional 
fields. 


Lutheran Brotherhood Has 
GA Training Program 


Lutheran Brotherhood has inaugu- 
rated a training program for its pros- 
pective general agents. 

Eight district representatives from 
various sections of the country have 
been chosen as the first to undergo 
the program which ranges from six 
months to two years. They are Richard 
L. Jesperson, Marlin Retrum and 
Ralph E. Thorp Jr., all from Minneap- 
olis; Leroy Backberg, Staples, Minn.; 
Harold Larson, Rugby, N. D.; Elmer 
Okland, Madison; Norman Stordahl, 
Sioux Falls, S. D., and Walter Jessen, 
Greeley, Colo. 

The trainees will spend considerable 
time at several of the fraternal’s gen- 
eral agencies throughout the country, 
working closely with general agents 
and district representatives in the 
field. 

The society is also planning ad- 
vanced schools for men already gen- 
eral agents, to keep them abreast of 
new developments in the field. 
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“He hung up! That wouldn’t happen if we had Anico’s line 
of competitive policies and unique specials.” 


Econ-0-Master Family Policy 
Econ-0-Parent & Children Plan 
Ladies Special Policy 
Preferred Premium Life 
$25,000 Executive Special 
Gtd. Renewable A& Hand H&S 
Policies 
Non-Medical to Age 45 
Annuity Conversion Rider (free) 
Equity Builder Policy for Pension 
and Profit-Sharing Plans 
(Ask about other specials) 


OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRESENTATIVES, 
BROKERS AND SPECIAL BROKERS 


Inquiries about these or other open- 
ings for those with special qualifi- 
cations and experience will receive 
prompt attention and answer. For in- 
formation address: COORDINATOR 
OF SALE 


S 
AMERICAN NATIONAL 
INSURANCE COMPANY 


GALVESTON, TEXAS 


OVER 5 BILLIONS OF 
INSURANCE IN FORCE 
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Available for immediate shipment! 


R & R 1960 TAX HANDBOOK 


raat; : Covers the whole field of income, estate 
inf ormatior ! and gift taxation of life insurance— 
INSplra flon Annuities .. . endowments . . . accident and 
: oo health . . . business insurance .. . split- 
mo tl va ane n dollar plans . . . premium deductions... 


policy loan taxation . . . option taxability . . . 
marital deduction qualification . . . 

group insurance . 
plus many other areas of great importance 
to life underwriters! 


The R & R 1960 TAX HANDBOOK answers 
over 240 vital questions on current tax law. 


. . pension trusts... 


No wonder it’s widely-recognized as the 
nation’s top tax manual for life underwriters! 


Single copy, $1.85; 2-9 copies, $1.75 each; 10-24 


copies, $1.65 each. Larger quantity prices o: dé 
> request. 
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ANNUAL STATEMENT 
of 


The Lincoln 
National Life 


Insurance Company 


FORT WAYNE, INDIANA 


BALANCE SHEET AS OF DECEMBER 31, 1959, CONDENSED FROM THE REPORT 
FILED WITH THE INDIANA INSURANCE DEPARTMENT 


RESOURCES 


1959 
Cash in Bank and Office.........................8 12,204,180.45 
I ae a ad eee oy eo 829,158,134.01 
NS EES Ra TREE PN et CE 384,123,251.67 
ee ee ee nn eee 70,087,233.63 
OEMS, OMAR | SOT RAE, 65,641,601.13 
Seen Bien nied Peri aso ss oss decis dos cso 0 « 10,779,638.44. 
Net Premiums in Course of Collection.............. 28,525,496.52 
Ue ao aaa 17,498,660.23 





TOTAL RESOURCES .......$1,418,018,196.08 


LIABILITIES 





1959 

Policy Remetves ... 56sec cecessccesccceeesces oQihp epee 
Additional Policyholders’ Funds.................. 49,332,776.69 
Prepaid Premiums and Interest................... 18,565,905.61 
Ny lin iis bos dA ewe aig eed ahs SE 15,478,422.21 
Reserve for Taxes Payable in Following Year....... 9,091,355.53 
Reserve for Future Revaluation of Policies.......... 21,525,000.00 
Investment Contingency Reserve ................. 49,403,536.17 
Miscellaneous Contingency Reserves............... - 7,508,500.00 
Te Is oo 5s hos dene nes cee denser’ 8,398,817.82 
TOTAL LIABILITIES (except capital)............ $1,242,577,356.86 
ET iis Siew aciancdeans $ 20,000,000.00 

Unassigned Surplus .............. 155,440,839.22 

SURPLUS TO PROTECT POLICYHOLDERS..... 175,440,839.22 





TOTAL ................+$1,418,018,196.08 


PROGRESS HIGHLIGHTS 


New insurance issued during 1959 amounted to $1,534,680,025, a new record for the Company. This was an 


increase of $227,668,842 over 1958. 


Insurance in force showed a gain during 1959 of $645,442,488 to a total of $9,830,363,210. 

Resources increased during the year by $60,370,457 to a total of $1,418,018,196. 

Benefits paid during 1959 were $143,222,237, an increase of $7,397,544 over 1958. 

Accident and sickness premiums earned in 1959 were $43,332,297, an increase of $3,329,732 over 1958. 
The Surplus to protect policyholders increased $16,189,160 during the year to a total of $175,440,839. 


Note: This balance sheet is applicable in all states except New Jersey, Colorado, and Massachusetts. 
In these three states, by reason of certain statutory requirements, it is subject to slight variations. 
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